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Life underwriting sales, sales supervisory work, management and 
General Agency opportunities—all are roads to success open to Penn 
Mutual underwriters . .. because Penn Mutual opportunities go to 
Penn Mutual men. 


In whatever area the underwriter’s interests and abilities lie, he can 
Back of Your a . ‘ eee 
Independence ia be certain that the company will do everything in its power to help 
tands The e~ ; . . * . wae 
PENN MUTUAL him senlion his goal...not only theeagh iatenssve Ta ou 
educational programs but through plentiful opportunities to test his 


wings in actual positions of responsibility. 


You see, we know that our future lies in the hands of our ‘“‘men 
with a future.” 
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Writing GROUP? Write ut through NATIONWIDE! 
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coverage, beyond the limits of your client’s present 
Group Life)...plus MAJOR MEDICAL coverage. 


MODERN COMMISSION SCHEDULES—with commissions 
paid on regular renewals for 10 years PLUS service re- 
newals.. 


If you’re a group writer, you’ll like Nationwide’s ex- 
panded, modernized group operation. Here’s the “fresh 
approach” to your group business you’ve been waiting 
for...a completely ‘‘new look” in the group field: 


EXPERT, LOCAL SERVICE—with fully trained group spe- 
cialists in field offices throughout eastern America. On- 
the-spot quotations for standard coverages... fast claim 


available to brokers. 


GOT A PROSPECT? Nationwide Group representatives are 


.with a choice of graded or level commissions Office 
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settlements (including a completely modern “draft” sys- 
tem. Ask your Nationwide man for full details). 


UP-TO-DATE COVERAGES—all the standard coverages 
plus SUPER-IMPOSED GROUP LIFE (provides additional 
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ready to give you fast, full, effective support...in pre- pepaaieny 
senting your story...in closing your sale. Mail the coupon Colon 
below—see how you can profit from Nationwide’s ex- lion and 
panding Group operation. land, N 
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NATIONWIDE Group Department, 246 North High St., Columbus 16, Ohio foundati 


Tell me more about your new expanding GROUP operation. ply 
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MUTUAL INSURANCE COMPANY 
LIFE INSURANCE COMPANY 


home office: Columbus, Ohio 
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Did you know...last year Nationwide passed 

the Billion Dollar Life Insurance In-Force 
mark...that Nationwide has 28 regional offices 
and over 165 district offices ready to serve you! 
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Get the full Nationwide Group story. Send 
coupon for full details. See how you can profit 
from Nationwide’s streamlined program. 


city STATE 
I’m especially interested in [] Super-Imposed Group Life 
CJ] Major Medical 0) “Draft” Claim Settlement Program 
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Fire Co. Negotiates 
For Stock Control 
of Colonial Life 


Federal’s Offer Would Hinge 
on Acceptance by 80-85% 


of Colonial Stockholders 

The boards of Colonial Life and Fed- 
eral Ins. Co. have authorized negotia- 
tions looking toward Federal’s acquisi- 
tion of Colonial Life stock. 

Qualified specialists will analyze the 
assets, liabilities and reserves of both 
companies as a guide for a final deci- 
sion as to an offering of newly issued 
Federal stock to Colonial Life stock- 
holders, according to Presidents Rich- 
ard B. Evens of Colonial Life and 
Percy Chubb II of Federal. Such an 
offering would be contingent upon ac- 
ceptance by holders of at least 80 to 
85% of the outstanding shares of Colo- 
nial Life. If it is determined by both 
boards that it is desirable to proceed, 
final terms of the offering would be 
reported to stockholders of both com- 
panies at an early date. 

It is planned that Colonial would 
continue to operate as a separate com- 
pany under the direction of its own 
board, officers and staff. Officers of 
Federal would be added to the Colo- 
nial board and would serve on its 
committees. Likewise, officers of Co- 
lonial would be added to the board 
and committees of Federal. 

Officers of both companies expressed 
the belief that the mutual association 
of the two companies would enable 
each to extend its scope of field opera- 
tions and enlarge its respective spheres 
of service to the public. 

Colonial has assets of over $72.5 mil- 
lion and operates in Connecticut, Mary- 
land, New Jersey, New York, Penn- 
sylvania and Puerto Rico. Federal’s 
assets exceed $161 million and it is 
licensed in all states, Canada and other 
parts of the world. 


Colonial was organized in 1897 and 
Federal was founded in 1901. Coloni- 
al’s home office is at East Orange, 
N. J. More than 1,900 agents and 2,000 
licensed brokers deal with Federal 
through its horhe office and its 12 
branch offices. Federal’s home office is 
in Holland Township, N. J., and its 
business office at New York. 

Federal has been managed since its 
foundation by Chubb & Son, who re- 
cently completed a new office building 
in Short Hills, N. J. 





Nat'l, Vt., Buys Site 


for New Home Office 


MONTPELIER—National Life of 
Vermont has acquired two adjoining 
tracts of land, totalling 315 acres, on 
which will be constructed the new 
home office building. It will be on a 
wooded bluff overlooking Montpelier. 
Part of the land down the slope will be 
Sold for a federal-state throughway. 
_The legislature, at its present ses- 
sion, voted to buy the present home 
Office site for $850,000 for use as a 
State office building. 








Ordinary Sales in 
March Set New Mark 
of $3,878,000,000 


Ordinary life sales in March to- 
taled $3,878,000,000, up 28%, and set 
a new record for ordinary sales 
in any single month, according to 
LIAMA. 

Total life sales in March were $5,- 
524,000,000, up 20%, a record for 
March. 

Group life sales amounted to $1,- 
097,000,000, up 11%, also a March rec- 
ord. These were new groups set up, 
not additions to existing contracts. 

Industrial life sales in March totaled 
$549 million, down 4%. 

In the first three months, total sales 
were $14,691,000,000, up 22%; ordinary 
sales were $10,204,000,000, up 26%, and 
sales were $2,979,000,000, up 25%. All 
three set new records for first quarter 
sales. 

Industrial sales were $1,508,000,000, 
down 1%. 

LIAMA’s figures do not 
credit policies. 


include 





SEE PAGE 4 

More than 700 life companies are 
ranked by size according to insur- 
ance in force as of January 1, 1957. 
This valuable compilation is pre- 
pared each year by the statistical 
department at the Cincinnati office 
of the National Underwriter Co. Re- 
prints of this table will be available 
soon. 


Md. Enacts Agents 


Qualification Law 


Gov. McKeldin of Maryland has 
signed an agents qualification bill. The 
main difference between the new law 
and the old rules is a requirement that 
life agents must pass a written exam- 
ination to obtain a license. The new 
bill generally follows the model agents 
qualification bill endorsed by National 
Assn. of Life Underwriters. 

The legislature also has amended the 
20/40 group limit bill to permit issu- 
ance of group life contracts to pro- 
fessional associations and government 
employes’ organizations. Group written 
under the amendment will be non- 
contributory. 











Plan Clinics for Puerto Rico Meet 

Eight sales clinics will be a feature 
of the first inter-Americanm conference 
to be sponsored by Puerto Rico Assn. 
of Life Underwriters and National 
Assn. of Life Underwriters May 13-16 
at San Juan. Life insurance people 
from North and South America and 
the Caribbean will attend. 


Jee NATIONAL UNDERWRITER 


T National Weekly Newspaper of Life Insurance 


April 26, 1957 
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Pacific Nat'l Advises 
Shareholders to Accept 


Matson Purchase Bid 

The board of Pacific National Life is 
recommending to shareholders that 
they accept an offer by Matson Navi- 
gation Co., a San Francisco shipping 
company, to buy all of the insurer’s 
outstanding common stock. 

Matson’s offer to some 700 owners 
of 64,725 shares of Pacific National, 
which has a par value of $10 per share, 
is to purchase all common stock at 
$100 per share, making the total pur- 
chase price $6,472,500. Recently the 
stock has been quoted in the over-the- 
counter market at $60 bid, offered at 
$70. The sale is contingent upon the 
purchase by Matson of not less than 
two-thirds of the company’s outstand- 
ing stock. 

Ray H. Peterson, president of Pa- 
cific National, said he viewed the 
Matson offer as a great opportunity 
for the insurer’s employes and sales 
force. He said the sales force would 
have a more diverse and_ salable 
portfolio, including all types of group 
life. Pacific National’s insurance in- 
force is over $132 million, and the com- 
pany has increased its assets from $6 
million to over $22 million during the 
last 10 years. 

Explaining the shipping company’s 
interest in buying Pacific National, 
Matson President Randolph Sevier said 
his company’s insurance subsidiary, 
Matson Assurance, was now well-es- 
tablished in group life in seven western 
states, plus Hawaii and Alaska, and 
now wished to enter the ordinary life 
field. Matson entered the insurance 
business in 1955 and now has in excess 
of $100 million of life insurance in 
force. 

“Current plans are for Salt Lake 
City to remain the focal point and 
Pacific National people, both office 
staff and field force, would be retained 
to form the nucleus of the expanded 
operation that will grow out of the 
common ownership of the two com- 
panies,” Mr. Sevier said. He said also 
that a number of the present Pacific 
National directors would remain on 
the board. 

Matson Navigation Co. operates four 
passenger liners on its Pacific coast- 
Hawaii service and a fleet of 22 freigh- 
ters and owns four hotels at Waikiki 
Beach, Honolulu. 





Great Southern Starts 
Pre-Authorized Check Plan 


Great Southern Life has introduced 
the check master plan, a pre-authorized 
check method for paying life premiums. 








Late News Bulletins... 








Conn. Tax Relief Overrides Ribicoff Veto 


HARTFORD—The Republican-controlled legislature overrode Gov. Ribicoff’s 
veto of the bills that gradually reduce and eventually eliminate the interest, 
dividend and annuity-consideration taxes that discriminate against Connecticut- 


domiciled insurers. 


The present tax is 244% for all types of companies, but life companies get an 
81% credit on their earnings. On 1957 business the new law will make the 
tax 2%, on 1958 business 142% and then reduce by %4 of 1% a year till it goes 
off entirely. On annuity considerations the tax has been 1%. It will reduce by 


Y% of 1% until it is eliminated entirely. 


70 Life Companies 


Use Pre-authorized 
Monthly Check Plan 


ALC-LOMA LIAMA Group 
Sees 30 Plans Set up in Last 6 
Months, 35 More Considered 


The pre-authorized check plan for 
monthly payment of life policy premi- 
ums has been adopted by 30 life com- 
panies in the past six months, bring- 
ing to more than 70 the number now 
offering it in cooperation with 7,000 
banks or their branches. 

This is shown in a report issued by 
the joint committee on pre-authorized 
checks of American Life Convention, 
Life Office Management Assn. and 
LIAMA. 

While only 41 companies were re- 
ported as offering the plan last August, 
more than 70 are using it now, and 35 
more are considering its adoption. 
These represent more than haif the 
companies surveyed. 

Last August, 5,000 banks and 2,000 
branches were offering the plan to de- 
positors by accepting pre-authorized 
checks deposited by 25 companies us- 
ing the plan. Now, additional banks are 
offering the service. 

Some life companies recently made 
the plan available to A&S policyhold- 
ers, also. 

There has been a trend toward 
budgeting family disbursements. Life 
insurance for some time has been on 
the list of items paid on a monthly ba- 
sis. Statistics show that $10 billion of 
last year’s new ordinary life was sold 
on a monthly payment basis. As the 
plan has developed, more monthly pre- 
miums have gone on the automatic 
monthly payment basis. 

Under the plan, by agreement with 
the policyholder and his bank, checks 
are prepared by the company and 
cleared monthly by pre-authorization. 
This eliminates premium notices, pre- 
mium receipts and a large part of the 
routine clerical work. The saving is 
passed on to the policyholder. The 
banks clear the checks in a routine 
way, and the companies usually guar- 
antee them against loss resulting from 
handling the checks. 

The plan is not entirely new. Some 
cases were reported as long as 30 
years ago. But the major development 
has been in the past few years, es- 
pecially in the last six months. 

Among advantages cited for the plan 
are that people buy in larger amounts, 
as evidenced by the fact that average 

(CONTINUED ON PAGE 21) 








Franklin Life Plans 
50% Stock Dividend 


Franklin Life plans a 50% stock di- 
vidend in July. Shortly prior to the 
dividend declaration, a special meet- 
ing of stockholders will be held to ap- 
prove this action. Date of this meeting, 
still to be decided, will be mailed to 
all stockholders. 
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High Court Upholds 
Holz's Revocation 
of Dorfman License 


Agent's Plea that N. Y. 
Superintendent Used 
Power Unlawfully Rejected 


The U. S. Supreme Court has denied 
certiorari in the case of Union insur- 
ance agency of Chicago, operated by 
Allen M. Dorfman and owned by he 
and his mother, against Superintendent 
Leffert Holz of New York. Mr. Holz 
revoked the licenses of the agency for 
violating New York insurance law and 
demonstrating incompetence and un- 
trustworthiness to act as an agent. The 
agency’s big accounts were union wel- 
fare insurance for Central States’ Driv- 
ers Council and Michigan Conference 
of Teamsters. 

Dorfman took the case to the state 
courts, where the insurance depart- 
ment was upheld, and then sought re- 
view by the U. S. Supreme Court. In 
the state courts, where Mr. Holz was 
represented by Attorney General 
Javits, Solicitor General Moore and 
Assistant Attorney General Hirsho- 
witz, the department set out in the fol- 
lowing facts: 

An examination of Union Casualty, 
for which Dorfman was general agent, 
revealed $26,343 of improper payments 


by the insurer to Dorfman. The ex- 
penses were not supported by bills or 
vouchers. Though company and agent 
knew vouchers and bills would have to 
be submitted, the company did not re- 
quire them until a department examin- 
er asked it to instruct Dorfman to sup- 
ply them. 

The material Dorfman submitted in- 
dicated the $26,000 was spent on per- 
sonal expenses, including a wedding 
trip to Jamaica and Miami, personal 
hotel bills in Chicago, entertainment, 
etc. He contended the expenditures 
were for development of business con- 
tacts. 

The department asked for a special 
examination of Union Casualty. Exam- 
iners were alerted to Dorfman’s ap- 
pearance before a Congressional com- 
mittee conducting an investigation into 
racketeering in union welfare funds, 
where he refused to testify as to the 
insurance transactions of his agency on 
grounds his answers might tend to in- 
criminate him. 

The examiners then went to the 
agency in Chicago and asked to exam- 
ine its books and records. After some 
hedging, Dorfman declined to permit 
examination. The state contended 
Dorfman knew this action would result 
in license revocation and stated that 
on Feb. 3, 1956, the date Dorfman re- 
fused to submit books and records for 
examination, he wrote Union Casualty 
and asked it “to remove any condition 
which might prevent the agent from 
receiving renewal commissions if the 
agency contracts were terminated.” 

At the statutory hearing held by the 

(CONTINUED ON PAGE 21) 














MORE ADVERTISING ... We help you develop sales potential 
through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU ... . This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


for you! 


INVESTIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 


LIFE > A and S « GROUP + HOSPITALIZATION 


WE'RE MOVING © 
...in these states — 
PENNSYLVANIA + OHIO © ILLINOIS. 
INDIANA * MARYLAND » DELAWARE 
KENTUCKY +» TENNESSEE - ARKANSAS 
LOUISIANA + MISSISSIPPI + FLORIDA 


Special Ground Fioor 
Opportunities Available 


to GENERAL AGENTS ooo 
_ LIFE+ ACCIDENT & SICKNESS 
HOSPITALIZATION + GROUP 


MORE COMPETITIVE . . .L.I.C.A. offers a complete portfolio—policies 
filled with unusual selling features . . 
get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING .. .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 
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. loaded with advantages you can 





E.]. Coffey, IAAHU President, Reports 
Gratifying Progress in Organizing Units 


Gratifying interest in the formation 
of new local units of International 
Assn. of A&H Underwriters is reported 
by President E. J. Coffey, Mutual 
Benefit H&A, Portland, Ore., who is 
in the course of an extended trip for 
IAAHU. 

Mr. Coffey is accompanied by Bruce 
Gifford, IAAHU managing director, 
and, on part of the trip, by Eugene 
Gaffey, Peerless, Keane, N. H., mem- 
ber of the IAAHU board and zone 
chairman. 

Mr. Coffey says that the interest 
among A&S men in cities lacking local 
associations is immediate. 

“Everyone we talk with feels the 
need for a local A&H association,” he 
said. “They appreciate the help of 
IAAHU.” 

Mr. Coffey said that uppermost in 
the minds of A&S men is the increase 
in acceptance of A&S by more com- 
panies. There is also an increasing 
awareness of the need for guarding 
against harmful legislation, both fed- 
eral and state. 

Another factor in the high degree of 
interest that has been shown, he said, 
is the educational program conducted 
in conjunction with IAAHU. So many 
companies have recently gone into the 
A&S business that the disability in- 
surance training course sponsored by 
IAAHU becomes an important matter 
to them. There is also the public rela- 
tions aspect. All in all, the formation 
of local units seems to provide an im- 
portant link that has been missing. 

There have been a few strong nega- 
tive expressions but most of these 
were won over after hearing Mr. Cof- 
fey’s explanation of the need for hav- 
ing a separate A&S organization in 
addition to the local life underwriters 
association. Any negative reaction has 
dJsually been confined to the argu- 


ment that the life underwriters agg. 
ciation was sufficient to take care g 
all requirements. 

A new association is getting unde 
way in Providence, to be called th 
Providence Assn. of A&H Underwyrit. 
ers. Charles Gaskill, Travelers, is th 
organizing chairman. 

There was a similar excellent rm 
sponse at Portland, Me., where a pre 
liminary meeting was held, to be fo. 
lowed by an_ organization meeting 
scheduled for April 22. 

A group of 26 attended a meeting 
and 20 applications for membership 
were taken. The meeting designatg 
Donald Haskett, regional director 9 
Massachusetts Casualty at Boston a 
organizational chairman, with the ney 
meeting to be held May 6. 

In New York City, where Mr. Cof. 
fey has made a couple of previous 
trips to promote a local unit, Lou Me. 
dill, general agent of Continental Cas. 
ualty, is in charge of organizing , 
group. 

Mr. Coffey left home Feb. 27 and by 
the time he returns will have visite 
25 out of the 90 local organizations of 
IAAHU. His itinerary includes Hunt. 
ington, W. Va., (A&S state sales con. 
gress); Rockford, Ill., (Illinois Assn, 
of A&H Underwriters sales congress): 
Cleveland association; Columbus, fora 
session of the board of the Ohio state 
association; Louisville; Omaha; De. 
troit; Bay City, Mich.; Lansing; Wash- 
ington (meeting of Health Insurance 
Assn. of America); Newark; Miami; 
Kingston, Jamaica; San Juan, Puerto 
Rico; Worcester (life underwriters as- 
sociation); Phoenix; Albuquerque; Dal- 
las; Fort Worth; Jackson, Miss.; New 
Orleans; Tampa; Birmingham; Atlanta; 
Richmond, and Charlotte, N. C. Mr. 
Coffey was or will be on the program 
at nearly all these meetings. 








No Job Tops PR in 


Importance: J. E. Day 

LOS ANGELES—Management has 
no more important job than to set the 
tone of a compa- 
ny’s attitude to- 
ward the public, 
said J. Edward 
Day,  vice-presi- 
dent in charge of 
Prudential’s west- 
ern operations, at 
the annual public 
relations confer- 
ence of southern 
California chapter 
of Public Relations 
Society of Amer- 
ica. 

Mr. Day said this attitude is ex- 
pressed by’ the letters that are sent 
out, by the service that is given and 
by the principles a company stands 
for. : 





J. Edward Day 


“An aloof and unfriendly manage- 
ment can’t expect to give its company 
a friendly public personality,” he said. 
“In an era that has become increasing- 
ly transient and in a business world 
that has become increasingly imper- 
sonal, our company’s public relations 
goal is to be thought of as synonymous 
with permanence, security and friend- 
ly service.” 

Mr. Day said that in the life insur- 
ance business, “we must be particular- 
ly careful to anticipate the public’s 
needs rather than waiting for pressures 
to build up to have them supplied by 
the federal government.” 


Ecker to Speak May 14 
at Hemispheric I-Day 


President Frederic W. Ecker of Met- 
ropolitan Life will address the annual 
hemispheric I-Day luncheon May }4 
at Waldorf-Astoria hotel, New York. 
Superintendent Leffert Holz of New 
York will speak briefly. 

Mr. Ecker, chairman of the insur- 
ance committee of President Eisen- 
hower’s “people to people program,’ 
will discuss the objectives of the pro- 
gram and tell why insurance men have 
a personal stake in it. 

President John A. Diemand of North 
America companies, vice-chairman of 
the “people to people program,” wil 
preside at the luncheon in his capacity 
as chairman of the ‘hemispheric in- 
surance committee of U. S. Chamber of 
Commerce. 





CLU Enrollment Rises 
to 7,251 in 193 Cities 


A total of 7,251 persons are enrolled 
in formal CLU study classes or groups, 
up 28%, exclusive of unreported 
groups or individuals studying alone. 

CLU candidates are preparing fo 
examinations in 352 study groups li 
193 cities, up 61 groups and 25 cities. 

This year’s examinations will be 
given June 5-7 at regional centers. At 
least 4,600 candidates are expected to 
sit for 5,800 exams. Last June, 4,1% 
candidates took 5,278 tests. 





Charles J. Kelly, Prudential, Min- 
neapolis, became the company’s first 
1957 million dollar producer on M 
22. He has written over $1,500,000 
insurance so far this year. He Join 
the company in 1927 at Butte, Mont. 
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IA’s North Central Round Table 
Brainstorms Members for ‘Wild’ Ideas 


The north central round table of 
Life 


Assn., under the 
chairmanship of 
Albert N. Beard- 
shear, advertising 
manager of Amer- 
ican United Life, 
conducted six 
unique “brain- 
storming” sessions 
during its two-day 
annual _ spring 
meeting in Chica- 
go. Throughout the 
entire meeting, 
discussion leaders 
“picked” the brains 
of round table members for ideas to 
promote and enhance the merchandis- 
ing of life insurance, constantly re- 
minding participants that “no idea was 
too far fetched.” 

In fact, one of the six basic rules 
set up to govern the brainstorming 
session stated: “The wilder the idea, 
the better—it’s easier to tame down 
than to think up.” The idea itself, 
rather than the author of the idea or 
its details, was emphasized throughout 
the meeting. 

Other rules of brainstorming re- 
quired that questions be specific and 
simple, that negative comment not be 
allowed, and that a great quantity of 
ideas be presented, all of which were 
subjected to positive discussion on how 
they could be improved. 

Sessions during the meeting were 
held simultaneously, allowing the 60 
delegates to pick one of two topics in 
which to participate. Ernest J. Wills, 
Equitable Life of Iowa, led a discus- 
sion on product presentation in which 
participants offered ideas to dramatize 
the insurance product, with a view to 
making it easier both to sell and to 
buy. One participant suggested a 
change in insurance nomenclature. He 
suggested getting rid of such terms as 
ordinary life and substituting more 
descriptive words to fit policies, such 
as regular life, retirement income, and 
comprehensive life. 

Another participant suggested that 
the life insurance policy could be made 
considerably more attractive to the 
buyer if it offered: interval payouts 
from the cash value every few years. 
It was pointed out that people don’t 
like to wait until they are age 65 be- 
fore they start to collect the fruits of 
their investment. 
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H. M. Kennedy, right, Prudential, 
President of Life Advertisers Assn., 
was on hand for the north central 
found table meeting in Chicago last 
Week. He is shown with Robert L. Fon- 
taine, Continental Assurance. 


During this discussion, some time 
was spent in discussing ways and 
means of making the life insurance 
product more salable for the agent. It 
was suggested that possibly it would 
be a good idea to bind policies in at- 
tractive book form, thereby encourag- 
ing policyholders to keep the policy in 
a bookcase instead of “under the table 
linen in the buffet drawer.” To stim- 
ulate the pride of policyholders in their 
ownership of insurance, it was pro- 
posed that policies might even be 
framed in an attractive manner, suit- 
able for hanging on the wall. 

An idea to enhance the popular new 
family policy suggested that a picture 


A representative 
group at the north 
central round table 
meeting of Life 
Advertisers Assn. 
in Chicago last 
week are, seated 
left to right: Sam- 
uel J. Osborn, Ohio 
National Life; 
James Wilson, 
Washington 
National; Kurt 
Sieck, American 
Mutual Life; 
standing left to 
right, Jack W. Cur- 
rier, Ohio State 
Life, and Keith S. 
Naselius, Central 
Standard Life. 


The quartet 
shown here who 
attended Life Ad- 
vertisers Assn. 
north central 
round table meet- 
ing at Chicago are 
(left to right): 
Francis J. O’Brien, 
Franklin Life; Lil- 
lian Gilster, 
Franklin Life; Jack 
Morris, Republic 





National Life; and Alex MacArthur, Central Standard Life. 


be taken of the family policyholder and 
mounted on the policy at the time of 
delivery. This led to the proposition 
than an agents’ contest could be held 
with Polaroid cameras as the prizes. 
With these cameras the agents could 
take the pictures that go on the policy. 

While the product presentation ses- 
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sion was going on, T. S. Naselius, Cen- 
tral Standard Life, led a discussion in 
another meeting room on direct mail. 
His discussion also adopted the pro- 
gressive attitude in the search for 
ideas, eliminating all “ifs and buts.” 
In the afternoon of the first day of 
the 2-day meeting, Samuel J. Osborn, 
Ohio National Life, led a discussion on 
sales campaigns and contests, and 
Richard A. Chatfield, presided over a 
discussion of insurance home office 
publications. 

Brainstorming sessions were con- 
tinued during the morning of the sec- 
ond day with John P. White, Lincoln 
National Life, leading a discussion on 
media advertising and publicity, and 
Jack W. Currier, Ohio State Life, pre- 
siding over a thought-provoking ‘nuts 
and bolts’ session at which partici- 
pants contributed original sales and 
recruiting ideas. Among the subjects 
mulled over were: New ways to recruit 
quality salesmen; new uses for life in- 
surance; additional tools with which a 
company could provide its general 
agents in order to attract more bro- 
kerage business; new ways to improve 
persistency; new fields in which com- 
panies could invest money, and ways 
to make group life pensions more at- 
tractive to buyers. 

Proceedings of each session were 
tape recorded, a new feature this year. 
Printed transcripts will be sent to 
those who were in attendance. 





Among those at the north central 
round table meeting of Life Advertis- 
ers Assn. in Chicago last week are, 
seated left to right: Robert Whiteside, 
Washington National; H. B. Skelton, 
Rough Notes; standing from left, Wil- 
liam O’Brien, Standard Life of Indiana, 
and Ernest J. Wills, Equitable Life of 
Iowa. 








Organize Safeguard Life in Conn. 

Connecticut general assembly has 
passed and sent to Gov. Ribicoff a bill 
incorporating Safeguard Life Insur- 
ance Co. 

Incorporators are Worthington W. 
Smith, Peter E. Manion, J. MacGregor 
Fraser, Frederick J. Vennstrom and 
Elmer S. Mather. They are officers of 
Safeguard Ins. Co., a member of Lon- 
don & Lancashire group. 











April 26, 10 


Companies Shown 


increased Figures in right hand column include Total Tota 

° ° industrial and group if written Insurance Tnsurany 

beginning In Force In Fong 
$ 


in United $ 
legal re- 1957 1956 












































1 iy 2 cee 72,883,395, 165 Group oe. 172,128,948 . 
Industrial ; . a oe ae 1,089,435 9 12. 
wees rou mapas conebeis 231, 
‘ Prudential 57,943,571,207 63 61 Patriot dl, Sa 1,085,010. ; 124 
- . $275 008,- Industrial Industrial 3,409,117 p 125 
ordinary, an increase of Group Group ow * 571,602,644 : 
which heey S47 458,729,137 was group, 3 3 oe © ee | ae a NGrouy er Cat 181,955,957 1°80 ag 
which increased 17.1%, Industrial in- 4 4 John Hancock” 18,807,529,660 65 69 Nationwide, OBO ise a3 een 1,007,247 6% i 
; Industria] - _ TOUD ow, 434, 
surance, amounting to $42,284,391,412, Group 8 Gale ite, ia aa 1.006.207, 99 
showed a comparatively small increase 5 5‘ Travelers 18,717,700,334 Industrial 293,644,356 12 
of 1 5% Group ..... ; Group me 176,559,407 9 
¥taedes 6 6 Aetna Life” 18,636,925,507 67 66 Commonwe OE TO inne 1,005,059,5, 8 12: 
There are now 68 companies with Group |.” Industrial sé 396.000, 103 m 
7 7 New York’ Life” 16,846,953,127 Group ,890,521 
more than a billion dollars insurance — SS Fidelity: Miitiai, ar" 7.880.521 1,004,797. 31 
In force eight companies having 8 8 Northwestern Mut. . 8,402,246,389 Group 4,132,050 12 
joined this class in 1956: Republic Na 9 10 onn. General 8,278,358,424 69 71 v. a ee Bar 3a0;37¢ 99345 a 
aDOUD 8s ht Ee a 330, 
tional, State Farm Patriot Life, North 10 9 Lincoln National 8,025,510,652 70 «67 MPamental Lite, ind." 587.890,3% 938,554.25 F133 
j j j Group... ndustrial] 
American of Canada, Nationwide, 11 11 Sun Life, Canada . 7,030,293,309 Group ........ 135 
Gulf Life, Commonwealth Life and Fi- POUD. we | : 71 70 Pan-American, - 921,036,53; 
i 12 12 Occidental, 6,707,322,930 Group 
delity Mutual. Group a ee ee 892,790.94 136 
The first eight companies retained 15 S Mutual Lite, NOY? nh ernie 5,743,411,233 ; 3 GtOup Te ey Pie: - 
las Pr; @ MUIR poe 3 8 anhattan Life, N. 878,377, 
the nae rank as last yea he 14 14 Mass. “Sipe 5,421,236,201 Group... . ° 
Connecticut General, because of its Group...” 881,060,456 “ 8 @iptas = fhsititinnnesnn ee 876.2004 ise 
r iner, i oO insurance 15 8 New ‘England Life" 881,060,486 4,974,357,196 Group wo 843,955,260 
sreater — ee a ry ansurance, SIRI ss ey 318,899,073 75 74 Protective, Big Sesstesroseermrsecacsssceet OY AE 867,533 7 
became ninth in rank and Lincoln Na- 1, . Ls. 4,604,113,837 ON se 557,223,941 a 
tional, tenth. Excluding industrial and Industrial -  2,701,867.002 76 73 Great Southern, Tex." 1issse 75 | 845.828 
. ° Sy re c BOUT: ccvcsccoessss 956, 
sroup insurance, Prudential exchanged C18 Continental Assur" 91s0e8,.00 4,270,604,507 M16 Oblo, National nn T8886 830,465.75 Fy 4 
places with Metropolitan to become “ se roup Like” ithiiians a RK ny Croup ae 10,551,186 ssiad 
ee ie Ce LT »239,149, aati 825,217 13 
number 1 in ordinary in force Com- Industriat® peat - 16,554,617 as 
panies having more than $100 million a —— ee ge etna 79 77 —. .. Sy eee OR re aan Sanaa say 817,649,311 142 13 
. . enn utual .... 123,524, ndustria R N ,855, 
in force number 253 compared with 20:18 Mutual Benefit” i J - — 3,943,021,976 Group...” 104,540,829 M315 
235 last year and 142 ten years ago. OUD oC. 80 79 Security L°& SR serine 771,959,495 
Big advances in rank among the 21 21 oon — 3,762,235,349 - a Pe buemueeec Carer 227,524,197 142,60098 144 102 
first 100 companies were made by mm i Porgy je : Siete tin < ne croup ia “5 (178 
. : onn, utual 397,600, ountry 069,975 
Manufacturers, Franklin Life, Crown = 3S See 3,278,623'433 sis 
Life of Canada, Republic National, Industrial ee 83 85 -~ 700,776,715 
: y ; on : Troup 41 
Manhattan Life, Mt. Vernon Life, ,, 260 Cuna Mutuai.” Wwig’”” 2,918,697,613 8 =§=8& §©Dominion 674,782,109 f 17 1 
North American Life & Casualty, Cred- Sie I ae Group 
it Life and Paul Revere Life. 25 24 Sat West, 2,808,072,978 85 84 By or erie 671,675,019 148 152 
Increases in roup insurance is of- 26 25 = Bankers, Iowa” ms 2,643,097,743 Group 
P 86 99 Mt vy Lif - 
ten a factor for the changed ranking 27 27 — a 2,537,146,909 —_ ite, 629,205.90 F 159 159 


Position of a company, es 87 87 _Independe ; 614240518 Fis) 
eRe 28 34 Manufacturers, 2,422,973,905 88 101 N. Amer, re 603,299,095 
RaeuD So ee Group : . 152 
N 29 33 Franklin Life, Ill. . woe 2,388,579,414 89 92 — Life, Ohio 595,298,237 
roup 


° 7. Life Insurers 30-28 State Mutual, Mass. 2,359, 308,901 






























































SOU fr at 90 88 Peoples Li 592,580,691 
31 32 Pacific Mutual, Calif. 2,333,455,751 Industria 154 
OW an wn an m age A ese Grou 
32 30° ~-Union II sinc 2,296,022.662 91 89 Savings Bank, Sie 574,273,204 
I t kk L210 ROR a aa Group 155 
nsur ance OCKS 7 6868 General CN, WI ics 2,276,943,147 92 100 Paul sovee. Mass. 571,544,357 
: WN dete -  1,629,372,447 BOD cosines 156 
ALBANY—Goy. Harriman has e = wee i aan NE MRR cl 2,090,371,893 3° © 9 Alinco “Lite; ina"” 566,635,891 
signed into law the Hatch bill which Industrial BY ; 750,226,085 94 97 “Son cain = 565,882,217 F157 
gives domestic life insurers the right ,, . on ak ees 2,079,487,668 9 94 West Coast, Calif 564,830,103 fF isg 
© OwN common stocks of banks and EOD occ a — Mutual’ trig; sor = 542.0400 Fs | 
Of mnsurance companies, up to 54 3% 37 Group” © A. Fenn | 2a Columbian ‘Nath, Pa 332066464 
of assets, investments which were pre- 37 29° Old Repub 1,936,116,960 ane -_ ee! ; 
viously barred to them altogether, ce te 98 95 Berkshire ize; ‘ fee 521,072,253 f {60 
% 38 40 National Life, Vt, Sie ‘ 1,844,248 059 Group 
The amended law also raises the 39°38 ~~ Provident Mutual, Ps. 1,820,760.211 ity Mts eee 
° 99 86 Security Mutual, N. ¥, 517,570,341 161 
percentage of assets that can be in- en RR al Group 
vested by domestic companies in Ccom- 40 39 Confederation, Cana 1,791,443,115 100 98 United Ins. 517,513,257 
A he ae : Industrial m 1448 
mon stocks or in Income real estate 41 42 Home Life, N.Y. 1,706,182,773 yas 51241000 2 
. Hy RP disses ies 1 1 \ ee 1 024,387 
from 3 to 5%. However, there is a ae Minnesota Mutual 1,655,576,024 ~ _—" State, Tenn mm 
in the law a limit of 2% of the amount Raa freee 102 96 ee UN saci 514,465,810 agg 
of stock of any one corporation thataq 43 43 aGanwestern Natl., Seat beeaseanstoontaniveasss: 1,653,920,300 Group... 329,924,995 aa: 
> ‘ 4 . ° ” 103 110 Securit SPR EEN NOS Hesessiinss eye eee 474,753, 
life insurer is allowed to Own. This 44 49° Crown Li 1,638,301,958 Group panties 169,533 947 165 
would keep any domestic life company Group 104 103 Bankers, Neb. res 473,220,478 Figg 
" * 45 45 Phoenix Mutual, ¢ FADS Siessenrect ese rsa 1,618,243,197 i : 291, 
from controlling a fire or casualty com- ~—= dtadicenane 6.371.600 5 106 sa Pm a 468,291,040 
pany. Some of the newspaper Stories 46 41 United Benefit, i cere wn Oe 1,610,875,321 Group ....... 
Were not clear on this point Industrial.’ ae Hee 106 111 _—sIndustrial, sinocette the entice 467,567,845 
ieee : 78 roup ........., 011, Industrial ~ 148,275 879 
The Mitchel] bill, Permitting out-of- 47 46 Jefferson Stand ide 1,584,358,453 Group... nf 
: = 48 48 Acacia Mutual, 1,505,091,921 107 105 Gee 465,294,563 | 169 
State life Companies to Own control of ec ont 367/986 i 






a fire or casualty company if the life 49 47 Equitable Life, Ia, : are, 1,491,775,346 108 = 107 “Eee ee, 452,821,322 f 17) 


insurer’s assets were sufficient, with- 50 52 Winhington Natl., Ii], 1,489,273 243 Industrial ’ | 










Group 


































































out the fire-casualty shares, to meet Group 109-108 Columbus Mutual, Ohio 448,342,897 F179 
its obligations, is stil] awaiting the goy- 51 50 ae 1,466.401,879 M0 109 Excelsior, Can 443,817,228 
aR ee fg a oe 3 Z Group 173 
ernor’s action. : 52 51 1,462,062,807 111 113 Colonial Life. 426,719,702 
The Hatch bill made a small increase a - 1,394,619,733 Industrial " 
7 ’ ’ ’ nn, oe cee 
n the amount that a Company is per- Intersinte Reece c 424,302,084 fF 175 
mitted to Invest in any individual] piece Industr: . 
f lestat 54 53 1,358,581,435 Group 176 
Of real estate. od ae aS = 423,314,233 177 
55 55 Life of Georgia 1,353,950,781 Industrial : 186,414,311 
° = en | ee . 
eine Gites Kom: Bulletins fly 8 oy pi OUD : ‘iol Bankers Nati Wj 2908 397,663,298 | ing 
etna Life genera agencies recen y Hot Life, N. C. . ,208,776,329 TON i ; 108,725,097 
honored for publishing outstanding a Bese Continent seen Tiss7ig --390-946.588 F119 
agency bulletins in 1956 were Camp- 57 56 Kansas Cj 1,188,351,594 et MO We #1 Faas 384,959,081 
ell & Vineyard, Little Rock, E. W. 58 85g Eisen National. 4 1,170,204,373 & — bse] iat 
T : a iberty ational, » » . ee A » 
te gon & Ne Grand Rapids, and Les Industrial Lutheran ge, NIG § 5 384,630,798 
te sx. York, New Haven. 50 ~~ so Repubi 1,168,192,772 uarantee Mut 384,244,896 igo 
Prizes for the weekly news bulletins rou Onarch, Mass, 381,006,404 is 
es 60 60 Business 1,159,533,294 Group .. 
published for agents, were based on ae “4 non 376,525,299 





editorial content, appearance and pre- 61 59 Southland 


: 2 1,103,166,087 
Sentation of Sales ideas, Industria 


366,708,163 














pril 26, 19 


Tota} 
Tnsurang 

In Forge 
8 


1,089,435 2 


1,085,010. 


1,078,492,6y 
1,007,247,63 
1,006,207,1% 


1,005,059,5; 


1,004,797,964 
993,145,301 
938,554.21 


921,036,333 
892,790, 04) 
878,377.44 
876,207,441 
867,533,714 
845,328,897 
830,465,759 
823,825,217 
817,649,814 


771,959,495 
742,659,742 
721,069,976 
700,776,776 
674,782,100 
671,675,010 


629,205,969 
*614,240,513 
6 


1299, 
595,298,237 
592,580,691 


574,273,204 
571,544,357 


566,635,821 
565,882,217 


564,830,703 
542,849,341 
532,066,464 
521,072,253 
517,570,341 
517,513,257 


515,024,387 
514,465,810 
474,753,610 
473,220,478 
468,291,040 
467,567,845 


465,294,563 
452,821,322 
448,342,897 
443,817,272 
426,719,702 


424,302,084 
423,314,233 


397,663,298 
390,946,588 
384,959,081 
ae 
376,525,299 
366,708,163 






4 





April 26, 1957 





LIFE INSURANCE EDITION 








= 
1957 1956 
120-8 
123 (124 
94 «121 
135 142 
126 126 
127125 
128 «= 132 
129 «=: 138 
130 128 
131 «148 
132 129 
133 131 
134 130 
135 133 
136 135 
137134 
138 127 
139 136 
140 170 
141 «137 
142 139 
143153 
144102 
145 178 
46 «144 
47141 
148 «152 
49 «149 
150 150 
151 
152 
153 
154 
155 
156 
157 
158 
159 
160 
161 
162 
163 
164 
165 
166 
167 
168 
169 
170 
I 
172 
173 
114 
15 
116 
1% 
178 
119 
180 
181 
182 
183 
184 

















Grou 15,336,900 
camel Standard, IIl. 

Industrial 47,303,533 

Group 813,000 
Ohio State . 

GOED —_catecsscssnccevesesaccssnacesssese 17,353,063 


Indianapolis Life, IMG. wesc 
Boston Mutual, Mass. 


Industrial 





133,685,298 
65,488,000 






Group ae . 
Midland Mutual, Ohio 
RII cccencscsecncosesesnccescnresceeee 


































































































UAE Eases dea regain ssesesber 45,685,456 
Philadelphia MN PINS. oasscecsksencoercsccucsceascttonssasan 
MRREI | escasstciasacsmstisnicpesiacrsesss 6,529,443 
Fidelity Union, Tex. 
GIR ccrctakcarsccscatctsncconsconneee 15,214,285 
Western Life, Mont. 
Standard, Ore. 
MEE a rcsascacaceckcssnssassacsscsastee 86,264,000 
Baltimore Life, Md. 
Industrial 155,675,122 
Monarch, Can. 
Savings Bank, N. Y. 
INIRERD 5 rosacea as eseccscuntsiscatescscisens 46,765,700 
Carolina Life, S. C. 
Industrial — ....cccccrscsrcscsrsssscere 233,196,936 
Bankers Sec., N. Y. 
MI coc rcasescosceacsesdccansavtobens 230,254,407 
Durham, N. C 
Industrial 144,831,324 
Group 2,949,000 
Home Life, 
— 123,916,338 
Gro 2,840,500 
State “Capital, 
Industrial 27,929,509 
Group 67,766,770 
Vie Desjardins, Can. 
MRNORTI | Saxsstacsedsicacectisisessasicines 226,427,535 
— faa 
932,000 
Ben. “Assn. BAUS TEP G5 TR. cncsccscsscscosesececssaccce 
242,265,411 
Natl ° Od Line, Ark. 
MERRANEN ces epasceveacecxvaskvasessocsesais 2,317,042 
cavalier Life, Md. 
Group __.... 258,170,309 
Froderal To. Ge C., MGI. ....ccccccccrsccsscccscesessessseseses 
I saccincigsssucinssencdcsvensaiees 120,986,914 
Atlas, Okla. 
MRM cc cacecsesacasécisavesesanvciexces 152,703,029 
Federal, Il. 
Industrial 2,885 
Group 31,667,743 
Security Benefit, Kans. ........ccsccsesesesessseseees 
WEI opsesesaeicacciateserusceseessones 66,131,935 
Teachers Ins. & Anm., N.Y. wcccccscsssssssseeeessonee 
North Amer., IH. 
Group 3,481,878 
Pyramid, N. C. 
GRUNEIEE cuiccchisseansvesssengseaacsontaes 221,720,209 


oup 
— Farm Bur., Miss. 












































MMNINENY . cdeasedsnsestguacesotvisscasestees 4,069,125 
aneaiie Life, Tex. 

Group 567,856 
Reliable Life, Mo 

Industrial 208,714,831 

Group 1,816,000 
World ‘Ins. -» Neb. 

Group 86,246,999 
Per = Mut. 

Group 23,522,000 
Michigan Life 

MINE, «Ser venhbdciescsntsvacdarccsesttieges 182,208,917 
Nat. Life, Can 

MORE I sescscesccegesetesssscasesnscosnneces 18,144,742 
Conatheatin Life, Ill. 

TRMRIGEEIONE scncesccsrsosassesioasesessssees 3,939,603 

Group 171,732,653 
N. Carolina Mutual 

UMAMENAINE ci csssessancsscssscacesseeders 123,376,563 

Group. ........... 5,707,490 
Home , Mooring We Ge sasiscessinecissigeadiaeonceets 

BUGUIBEEIRE oicccsesscesseseesessscoesoses 106,990,889 

Group 3,855,050 





State Life, Ind. 
Beneficial Standard, Calif. ... 



























Industrial 3,948 

Group 135,289,664 
Texas Prudentia 

Industrial 95,769,648 
United L. & A., N. H. 

Group 12,085,196 
Northern, Can. 

Group 5,191,785 
Peumaiies Life, Fla. 

Industrial 104,278,389 

Credit Life 9,521,762 





Quaker City, Pa. 

MEMRENRE NEEL Sod cccsorcnsuseicsessccasieees 
United Services, D. C. 
Lamar Life, Miss. 
Southern L. & H., Ala. 





217,764,510 
























































Industrial .....ceseseseeesenes 962,878 
Group 1,478,750 
All ee MA TU cescesseisrissisensarctgerteie 
CTI occssssctcnvsstccttboscncosssstncsso 180,929,654 
National Bema, BB cxcsesssttresinncssenecarsenes 
Group 313,000 
National Guardian, Wis.  .....cssccsssesssseseses 
Group 
Empire Life, Can. 
Group 4,220,956 
Occidental, N. C. 
Life of Missouri 
ao 109,606,175 
Group _.... 18,314,041 
Capitol Life, 
(2 eee 70,759,004 
Standard, Miss 
EMGUSEPIAR oo occcscceseccocesscsesessce 18,925,154 
Group 118,819,314 
La Sauvegarde, Can. 
Old Line, Wis. 
(Re Ee EE as 580,783 
Alliance Natl., Can. 
ANN occa scsccciseetssieeeseiseibeciave 49,895,280 
American Life, Ala. 
oe 61,490,858 
Grou 56,095,384 





ene State, Okla. 


Total 
Insurance 
In Force 
$ 


359,082,311 


351,738,606 
351,157,244 
334,297,517 
327,787,985 
326,321,524 
324,479,889 
323,434,062 


321,352,577 
320,376,682 


318,181,563 


314,431,228 
310,901,359 


309,803,716 
305,463,408 
294,240,537 


289,524,236 


289,185,883 


288,355,642 
283,730,168 
283,519,972 
283,348,237 
274,792,429 
274,433,176 
271,519,719 
269,943,037 


267,528,300 


264,466,810 
259,086,360 


253,180,933 
252,920,811 
251,368,354 
250,568,564 


248,876,675 
244,731,722 
244,326,114 
235,434,311 
234,454,840 


233,113,305 


230,836,721 


230,332,677 
230,169,901 
229,548,213 
226,410,239 
223,719,207 
222,323,535 


217,921,510 
217,575,118 
214,683,498 
212,080,551 
209,440,962 
205,090,087 
203,317,738 
198,587,401 
198,388,439 
198,240,076 
197,814,147 
189,920,936 
189,405,518 
186,836,791 
186,645,672 
185,385,806 


183,889,760 





1957 1956 











































Industrial wees 84,179,898 

(ee ree seers 5,530,882 
Montreal, Can. 

CO eee 20,064,097 
Union Natl., Neb. 

Imperial, N. C. 

Industrial 89,358,991 
Great Natl., 

[i RS eee are 3,668,100 
Farmers New World, Wash. .....c..ccccccseseee 
Provident Life, N. D. 

Lincoln Income, Ky. 

Industrial 103,337,841 

Group 1,332,140 
Por Gariants DEG, PPR. oceecccsccccescccesecccsvsescsnscosese 
T. Eaton Life, Can. 

CI  vetrictinneceeaccctsanosisibines 82,619,500 
Atlanta Life, Ga. 

SOI. - vatsgesuinustitcnienssnecei 121,739,527 
Rio Grande Natl., Tex. .............ccccccscssescsssescesees 

Industrial .... 116,152,042 
Security Mut., Neb. 

IIS. “vccthcticicteeenuninesioniaiibens 19,252,364 





Amalgamated, N. Y 





163,031,000 


Gro 
Camel National, Neb. 








CR ccrerctsccstatiaticcaaisens 52,933,491 
Hoosier Farm Bur, Ind. o......cccscesseeeeseseeeeeees 

MIT: - \ - suressssnedeseeupenanentesiaiceess 12,286,292 
Southern, N. C. 

Industrial 106,851,371 
CONTENT, Cathe cccicseccercccescosesscsdececssesessessesesisens 






Farmers & Traders, Ne eae 
Postal Life, N. Y. 
Sovereign, Can. 
Southern Life, Ga. 
Laurentian, Can. 
Lafayette Life, Ind. 
Great Amer. Reserve, Tex. 
Midwestern United, a 
Jefferson National, ‘Ind. 
Midland National, S. D. 
American L. & A., Ky. 
Industrial  w..ecseccseeeseseeees 
Govt. Personnel Mut., 
Peoples, Ind. 
Coastal States, Ga. 
Industrial ‘ 
North American 
United Fidelity, Tex. 
Wisconsin National 
Industrial 
Equitable, Can. 
Companion Life, N. Y. 
Victory Life, Kan. 
Ky. Central L. & A. 












































BIE cstecesintenetsnsccncsascze 103,462,734 
Empire L. & A., Ind. 
, ee 80,076,459 


Farmers & Bankers, Kan. 
Mut. Savings, Ala. 
Industrial 
Woodmen Acc. & Life, 
National Fidelity, Mo. 
Pacific National, Utah 
Les Prevoyants du, Can. 
College Life, Ind. 
Amer. Bankers, Fla. 
Standard L. & A., Okla. 
Mutual Service, Minn. 
Supreme Liberty, II. 
Industrial 
First National, La. 
Industrial 
American Hosp. 
Standard Life, Ind. 
Union Life, Ark. 
TRGUSErIAl — ..ccccsscsrcacscsscesccesees 
Family Fund, Ga. 
Industrial 
Stuyvesant Life, Pa. 
National Life, Ia. 
Girard Life, Tex. 
Golden State Mut., 
P| 
Old Security, Mo. 
Guaranty Union, Calif. 
Industrial ........ 
Reserve Life, 
Matson Assur., Calif. 
Ky. Home Mutual 
Bankers H. & L., Ga. 
SE sertnirtensesersentissenios 
Rockford Life, Ill. 
Industrial 
National Burial, Tenn. 
Union Life, Va. 
IIIS” iscvecsensecsniomeersivcine 
Lincoln Liberty, Neb. 
Citadel Life, S. C. 
Universal, Tenn. 
pT, | | nee cn 
Commonwealth L. & A., Mo. .... 
Industrial 
Midwest Life, Neb. 
South Coast, Tex. 
Chicago Metro. Mut., Tl. w...ccccecececcesceseeeeee 





























76,185,673 
102,292,556 














22,487,734 
101,040,172 

















6,630,852 

















80,962,980 
62,660,213 











78,308,468 





























TREN oncccicsscsvepeececesssseee 87,874,822 
Pioneer L. & C., Ala. 
Vulcan L. & A., Ala. 

TUGRURBE A occiccscsccecccccesteccecee 20,301,991 


First Pyramid, Ark. 
Fidelity Life Assn., Ill. 
Western Natl., Tex. 
Dominion of Canada Gen. .......cccccseseseeeeseees 
Natl. Farmers Union, Colo. 
Eastern Life, N. Y. 
Natl. Public Serv., Wash. 
Universal L. & A., Tex. 
Industrial ow. 
Gov’t. Employees, D. C. 
General Fidelity, Va. 
Mid-Continent Life, Okla. 
Progressive, Ga. 
PO ee ee 
Pioneer Mutual, A 
Columbian Mut., N. Y. .. 
































ee 63,749,249 
Colorado Credit 

Industrial o..eeeccssseseeseseseee 1,040 
Natl. Bankers, Tex 
Texas Life 
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Total 
Insurance 
In Force 
$ 


179,461,321 


178,218,844 
173,327,867 


169,556,520 


169,055,648 
168,829,552 
168,153,259 


165,532,845 
164,767,300 


164,384,873 
163,653,604 
163,479,191 
163,387,500 
162,741,436 
161,811,611 
161,637,061 


**160.895,670 

160,598,268 
**158,689,692 

158,508,101 
**155,875,906 
**155,275,071 
**152,907,318 
**151,563,349 
**150,468,805 
**150,275,993 
**150,207,234 

149,451,873 


145,409,001 
**144,140,173 
**143,643,003 


**142,079,648 
**141,490,034 
**141,341,608 


**141,088,801 
**140,576,971 

140,000,386 
** 139,974,318 


139,181,624 


**137,996,620 
133,387,915 


**132,223,511 
**132,005,163 
**131,540,181 
** 128,736,183 

128,198,863 
**127,927,609 
**125,689,104 
**124,776,322 
**121,163,652 


117,190,978 


**114,205,225 
**112,060,866 
**111,888,060 


111,809,494 


**110,807,382 

106,574,746 
**106,472,451 
**105,814,472 


**104,780,368 
**104,554,537 


**104,545,305 
**103,901,000 
**103,028,615 

102,929,219 


101,875,300 


*101,547,993 
100,413,130 


100,182,425 
**98,811,083 
97,904,185 


**97,442,954 


95,289,567 
**94,300,199 
93,844,710 


**90,842,537 
**90,421,874 


**90,401,257 
**88,675,596 
**88,327,355 
**88,325,994 
**87,545,551 
**86,176,895 
**86,126,347 

85,918,480 


**85,699,199 
**84,884,985 
**84,107,507 
**83,695,243 


83,404,689 
**82,418,310 


**81,997,168 


80,053,382 
76,953,231 





General Agents Can 
Influence Climate 
for Sales: Schaatf 


Unlike the saying that “You can’t 
do anything about the weather,” gen- 
eral agents can do 
something about 
the sales climate 
in which they 
work, Vice-presi- 
Charles 










Charles H. Schaaff 


spoke on “Improv- 
ing the Climate for Sales,” described 
several important factors which affect 
life insurance sales and the success of a 
general agency. 

One factor is the general economic 
atmosphere, which he called the na- 
tional climate. It has never been better 
for life insurance sales. Insurance peo- 
ple can and do influence this climate 
by their everyday conversations, their 
thoughts and activities, by selling se- 
curity, by encouraging savings and dis- 
couraging inflation. This helps stabilize 
the economy. 

A second factor affecting the sales 
climate is the nature of the public re- 
action to life insurance and agents. 
Fortunately, they are held in high es- 
teem today. The public has come to 
recognize the true value of life insur- 
ance as the best form of prosperity 
and the real worth of a professional 
agent who works out his client’s per- 
sonal and business plans for the future. 
People are in a receptive and money 
saving mood, and are buying life in- 
surance as they never have before— 
from trained agents who have their full 
respect. 


Another factor influencing the sales 
climate is the attitude of the company 
which the agents and general agents 
represent. Mr. Schaaff said: 

“IT honestly believe that if I tried to 
describe in one sentence the major ob- 
jective of all of our efforts and activi- 
ties at the home office, I would say 
that our purpose and function is to do 
everything we can to improve the cli- 
mate for sales and service, that is, to 
simplify, standardize, and smooth the 
way for you and our field representa- 
tives so that you can sell more people 
and give them better service and 
greater values.” 

The atmosphere in each individual 
agency also plays an important part in 
influencing sales. It is an area in which 
general agents can do a lot. If they 
set the climate and create the right 
atmosphere, they will pierce the sound 
barrier and find that running the agen- 
cy is a simple process rather than a 
problem. 

Mr. Schaaff advised the general 
agents to review their procedures to 
see what services they offer their 
agents,- whether ego recognition is pro- 
vided, whether some of the men are 
becoming :leaners and whether prob- 
lems arising from poor employes are 
being faced. Good organization on 
clear-cut lines determines the climate 
of any operation. By working through 
a well planned chain of command with 
a definite policy of delegating author- 
ity, and backing up the staff, good 
morale will be established. 

Donald C. Keane, general agent at 

(CONTINUED ON PAGE 20) 
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V-P of Texas Insurer 
Tells How to Make A&S 
Easier to Buy, Pay for 


Four ways to make A&§S easier to 
buy were discussed by Glen Wallace, 
vice-president and agency director for 
Great American Reserve of Dallas at 
the recent LIAMA A&S meeting in 
Chicago. 

Mr. Wallace made these recommen- 
dations: (1) Indoctrinate the sales- 
man with the need for A&S, (2) Be 
alert to new A&S markets, (3) exert 
influence on behalf of A&S with other 
home office departments, and (4) offer 
the buyer easier payment terms. 

In selling the salesman on the need 
for A&S, Mr. Wallace pointed out that 
this also means selling the trainer. By 
“selling” he said he means bringing the 
salesman to the point where he thinks 
“a man is utterly stupid not to carry 
A&S.” 

In Great American, A&S is part of 
the company’s continuous training pro- 
gram. 

The company encourages each of its 
salesmen to own A&S, paying half his 


premium if he does. Said Mr. Wallace: 
“We have had claims enough in our 
own field force to sell a man on the 
value of A&S and we never fail to 
stress this to our managers.” 

On seeking new A&S markets, Mr. 
Wallace urged consideration of the 
substandard market. He said there is 
no question about the need and he ex- 
pressed conviction “there is an ade- 
quate premium rate—without anti-se- 
lection.” 

The speaker reminded listeners that 
“for years the employed female was 
shunned by many good A&S compa- 
nies.” Yet now, he said, the industry 
has proved that “this is a fertile field 
and there is an adequate rate.” 

On exerting A&S influence within 
a company, Mr. Wallace suggested: 
“Let’s sell our companies on hiring 
good salesmen as field adjusters.” 
Stressing the importance of this, he 
said that a poor claims adjuster can 
“cost a good man a market.” 

Great American’s practice is to en- 
courage claim field men first to visit 
the salesman on a difficult case. Mr. 
Wallace commented: “The salesman 
had better not be embarrassed to make 
a call with him. On the other hand, the 





adjuster had better handle his case 
with extreme care.” 

He warned against “a tendency to 
maintain and increase rules and reg- 
ulations that would fill volumes and 
perhaps accomplish nothing.” 

“For example,” he asked, “how much 
risk is there in filling out an applica- 
tion with a pencil? How many obsolete 
questions and questions of no conse- 
quency does your application contain? 
Just where is an inspection report jus- 
tified? Why not the same application 
for A&S as life . . . eliminating some 
questions, if advisable?” 

On the point of making it easier for 
people to pay A&S premiums, Mr. 
Wallace recommended that “we as an 
industry should take a long look at the 
way we dictate to people how they will 
pay money on which we make a prof- 
it.’ He said we are competing today 
with goods and services that “virtually 
permit the buyer to name his own 
terms.” 

He said he was not trying to tell 
anybody how to arrive at an adequate 
rate, but he believes there is such a 
thing as an adequate rate for any mode 
of premium payment. 

“I believe,” Mr. Wallace said, “that 
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Family policies, weekly Ordinary, month- 
ly Industrial, variable annuities, split dollars, 
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its initial stock to the insurance in- 
dustry. The company has been l- 
censed to write life and A&S in Cal- 
ifornia. It plans to provide across the 
board graded rates for life by policy 
size and give women a 3-year rate ad- 
vantage. 





once minimum amounts are considerg 
all of us should offer to let the pep, 
pay us their money, within reason, » 
way they desire.” 


Gen. American Design; 
New Direct Mail Kit 


A new program of direct mail x 
vertising featuring “activator” lett 
with a motivating, “soft sell” approgg 
that is described as being unusual 
life company direct mail is being ; 
troduced by General American Life. 

Field men can use any of five ac, 
vator letters which tell short hum, 
interest stories illustrated at the top ¢ 
the pages. Activator letters, which yj 
be sent out in color-keyed envelop, 
with reply cards, are designed wij 
emphasis on returns from high quali 
prospects and, thus, a high ratio ¢ 
sales to replies. 

The new direct mail kit sent to fig; 
men also contains revised copies ¢ 
General American’s “radar’’ lette; 
which offer a gift to prospects wh 
reply. When the radar letter plan wa 
first introduced by the company, ; 
won the Direct Mail Advertise; 
Assn. “best-in-life-insurance-indy. 
try” award. The kit also contains ¢9p. 
ies of a “fitness report” form for f(. 
low-up records on a field man’s dire 
mail activities. 

Radar letters are designed to provi 
a relatively large number of replig 
and a corresponding number of peopk 
whom salesmen can prospect on. Ac. 
tivator letters are expected to produc 
fewer replies but those replying woul 
be more likely to be really intereste 
in buying insurance. 











Okla. Insurer to Change 
Brochure After SEC Order 


Southern Christian Life is preparing 
a new prospectus after Security & 
Exchange Commission filed a federal 
court order for a temporary restrain- 
ing order against the company. Car- 
roll L. Edmonds, president of the con- 
pany, said the company’s “choice of 
words” in the old brochure was re- 
sponsible for the SEC’s action. 

The SEC charged, among other 
things, the company in its brochure 
said it “had surveyed the insurance 
potential of Oklahoma area from ev- 
ery possible source and has as its ob- 
jective $100 millions in life insurance 
policies with premium income con- 
templated at $2.5 million by 1967.” 
The SEC contends that no such survey 
was made and there is no basis for 
any expectation that such can be at- 
tained by 1967. 

“We admit we were enthusiastic in 
our prospectus but we copied ow 
wording from the stock sales brochures 
of some well-known operating compa- 
nies. These companies have not been 
— by the SEC,” Mr. Edmonds 
said. 

The company was incorporated re- 
cently under Oklahoma laws with au- 
thority to allot 2.5 million shares at 
$1 par value. Its capital was placed 
at $100,000. 





Protective Security Life of L. A. 


Splits Stock on 10-for-1 Basis 

Protective Security Life of Los An- 
geles has split its stock 10-for-1 by re- 
ducing the par value from $10 to $1 
and increasing the authorized shares 
from 100,000 to 1 million. 

Primary purpose of the split is to ob- 
tain wider distribution among Califor- 
nia insurance people. The company, 
which is new, is offering the bulk of 
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Woodmen A.&L. Favors 
A&S Training. Sales 
Before Undertaking Life 


The case for training agents in A&S 
pefore training them in life was pre- 
sented to LIAMA’s annual A&S meet- 
ing at Chicago by C. W. Faulkner, su- 
perintendent of agencies for Woodmen 
Accident & Life. He said his compa- 
ny’s experience is that the goal of “a 
well-trained, successful personal insur- 
ance field underwriter” can best be 
achieved by putting A&S training first. 

The speaker gave five reasons for 
his company’s practice: ; 

“1, Our belief that loss-of-time in- 
surance is fundamental to the personal 
insurance program. Loss of income to 
an individual can destroy a fine life 
program and we feel adequate income 
protection comes ahead of adequate life 
protection. Hence we feel instruction 
in this field should also come first. 

“2. Usually A&S is a one-call sale 
as opposed to life sales often requiring 
more than one call to close. With A&S, 
the neophyte agent is able to get into 
production more rapidly than the life 
producer—at least we find it so. 

“3 A&S provides the underwriter 
with more opportunities for service 

.. more contacts with his policyown- 
ers, . . more opportunities for pros- 
pecting. .. more opportunities to see his 
product in action and to further his 
own belief in what he is doing. 

“4. Under our present compensation 
program involving full writing com- 
missions, annualized first-year com- 
missions, and financing, the new un- 
derwriter can develop a_ substantial 
renewal account more rapidly through 
A&S sales than with life only. This 
results in the new man under way fi- 
nancially more rapidly .... and be- 
coming an established part of the agen- 
cy organization. 

“5. The simplicity of most A&S 
needs and sales, as compared to the 
more complex life insurance situation, 
makes it possible for the new agent to 
develop his skills and become estab- 
lished earlier in his career. We believe 
this helps him gain confidence and get 
into regular production more rapidly.” 

A&S training lasts for seven weeks, 
Mr. Faulkner explained. At the end of 
that period, he said, “we wind up with 
an underwriter basically trained in the 
fundamentals of the A&S _ business.” 

He added: “That ‘underwriter knows 
how to prospect, sell and service, and 
he should by then have developed good 
work habits and the proper attitude 
toward this business. He has developed 
policyholders; he has centers of influ- 
ence, and we feel he is ready to under- 
take his life training.” 

Mr. Faulkner outlined Woodmen’s 
A&S training program, and, in con- 
clusion observed that the pattern of 
A&S training first was probably “a 
natural one” for his company to follow 
since Woodmen was founded as a dis- 
ability company and wrote A&S for 
45 years before entering the life field. 





LOMA Distributes Proceedings 
of 1956 Conference to Members 
Life Office Management Assn. has 
published a 502-page book containing 
the proceedings of the 3-day annual 
conference held last fall at Chicago. 
The book, being distributed to 
LOMA members, contains the reports, 
Papers, addresses, panel discussions, 


speeches and events presented at the 
Meeting. 


Shareholders of Protective Life have 
voted to reduce par value of company 
stock from $10 to $1 per share and to 
Imcrease the number of shares from 
100,000 to 1 million. 





Slowed Down? 


If you'd like to move faster . . . If you're tired of 
being “passed” . . . it will pay you to look at Central 
Standard’s 1957 models and the ‘from now on” 
expansion program. 


General agency opportunities in favorable territories 
for men who know they can “go places" if given a 
chance. If your ability exceeds your present oppor- 
tunity, consider Central Standard's life time renewal 
top commission contract today. 


Write, wire or phone Claire Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


Iunded (V05— INSURANCE COMPANY 


211 West Wacker Drive Chicago 6, Illinois 
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session. Byron K. Elliott, president of program. There will be a social hour 7 
New England GAs Set aie Hancock, will extend greetings. and dinner in the evening. Cooperation Is Key to 
Card for Swampscoit . 3 : Laurens F. Bruno, Equitable So- Successful Estate Plan, 


Conterence May 10-11 


New England General Agents & 
Managers Assn. will hold its annual 
New England management conference 
May 10-11 at New Ocean House, 
Swampscott, Mass. 

The conference will open with an 
informal luncheon May 10. Franklin F. 
Pierce, Mutual Benefit Life, Spring- 
field, Mass., president of the asso- 
ciation, will conduct the afternoon 


Speakers will be Laurence J. Ack- 
erman, dean of University of Connec- 
ticut’s school of business administra- 
tion, “New Dimensions for the Life 
Insurance Business;” Clarence B. Metz- 
ger, vice-president of Equitable So- 
ciety, “What Happens to 100 Men?,” 
and Floyd A. Rosenfelt, general agent 
of Connecticut Mutual at Toledo, “Su- 
pervision for Success.” 

A business session with election of 
officers will conclude the afternoon 


ciety, Boston, vice-president of the 
association, will preside at the May 
11 morning session. Speakers will be 
F. Courtney Williams, manager of Me- 
tropolitan Life at Bangor, Me., “Success 
Through Teamwork;” Harold E. Dow, 
vice-president of Prudential, “Looking 
Forward with Prudential,” and H. 
Bruce Palmer, president of Mutual 
Benefit Life, “Meeting the Challenge 
of Merchandising.” The meeting will 
end at noon. 








calling. 


Number 49 of a series. 





PERSON-TO-PERSON 


When you make a person-to-person long distance telephone 


call, you pay for it only if you are connected with the one you are 


Insurance trade paper circulations have a similarity to tele- 
phone calls. That is, low priced and association papers assemble 


the crowd and provide a mass audience. 


But the circulation of The National Underwriter is selective. 
With it you are able to reach those to whom you want to make 
person-to-person calls; you “talk” only to those you want to inter- 
est. You eliminate the possibility of the waste that is involved in 


station-to-station calls. 


Circulation is important, and we have plenty of it. But a care- 


fully selected audience is of far greater value. 
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Salt Lake City CLUs Tol 


Estate planning can result in greate 
benefit to the public, greater Prestige 
for the life profession and a greate 
appreciation on the part of the indiviq. 
ual agent if it is well-conceived ang 
directed, Hugh W. Davy, San Francisq 
manager of Home Life, declared at; 
meeting of Salt Lake City chapter 9 
CLU and the trust section of Uta) 
Bankers Assn. 

“This can be done only through ¢. 
operation of all members of the estat 
planning team,” Mr. Davy said, Citing 
two necessary elements for this coop. 
eration: A means of communication, 
between members, and a definite cop. 
tribution by each member. 

To provide communication, he said 
there must be a common knowledge 
and the attorney, accountant, trust of. 
ficer and life agent must have a work. 
ing understanding of basic principle 
in all areas of these professions, Each 
member must understand the need ani 
the mechanics of operation of a wil: 
must be familiar with the marital ex. 
emption provision of the 1954 tax lay; 
must understand title of property and 
how it is treated tax-wise; and must 
know whether or not the property wil 
pass through the estate. 

Each member must also have 3 
knowledge of trusts, both living and 
testamentary, short term trusts and 
how they may be applied. All members 
must also have some understanding of 
the mechanics of life insurance plan- 
ning, not only regarding beneficiary 
arrangements and title, but also the 
flexibility of cash values, such as js 
being employed today under split-dol- 
lar plans. 

“The second point of team work is 
full contribution by each member of 
the team on an objective basis without 
any element of self-interest,” Mr. Davy 
said. The attorney must contribute in 
the drafting of all legal documents and 
must be the final arbiter in tax mat- 
ters. The accountant will contribute in 
the matter of evaluation, particularly 
the knotty problem of closely held bus- 
inesses, sole proprietorships or small 
partnerships. 

“Very few plans worthy of the name 
of ‘estate plan’ is possible in this day 
and age, without the use of trusts. It 
would almost seem that the 1954 tax 
code was drawn with the idea of en- 
couraging the use of the trust instru- 
ment,” he said. 

The team has the right to expect the 
trained life agent to know how to qual- 
ify life insurance for the marital ex- 
emption and also how to arrange pro- 
ceeds to fit into trust arrangements, he 
added. 

If there is dissent among the at- 
torney, trust officer, accountant or life 
agent, and if the client is called upon 
to choose among the recommendations 
of these men, he may have the feeling 
that the choice he made was wrong. 
Hence the necessity. for unanimity of 
minds, Mr. Davy explained. With com- 
munication and contribution the estate 
planning team can develop a plat 
which will show imagination and meet 
the needs of the client. “They will de 
velop enthusiasm for the plan and this 
enthusiasm will transmit itself to oth 
ers,” he predicted. 





Miller agency of Massachusetts Mu- 
tual at Philadelphia and Girard 
Corn Exchange bank sponsored a fot 
um for general insurance brokers 
point out how a bank’s estate plannilé 
department can develop life insurant 
prospects for brokers. 


April 2 
— 
ILI Is 
Givi 
on Li 
Detai 
ance pc 
vided i 
surance 
Institut 
The 
and fig' 
the ins 
center : 
study ar 
life ins! 
icyhold 
attitude 
in tabu. 
to speci 
ship an 
Wher 
1955, t 
holders 
veteran 
million 
panies. 
climbec 
insured 
The 
Americ 
and 57 
membe: 
The | 
veteran 
group 
wider ¢ 
surance 
plans. 
While 
childrer 
with lif 
urban | 
ans ha 
was fot 


Van |] 


Top I 
The r 
nually | 
ognition 
agency 
the Sarr 
Hills, C 
agency | 
The | 
among 
years 0 
velopme 
delman 
years-o! 
gort ag 
1955. 











Th 
We 











the indivig. 
nceived anj 


so have af 


living and 
trusts and 
\11 members 
standing of 
ance plan- 
beneficiary 
t also the 
such as js 
Yr split-dol- 


am. work is 
member of 


particularly 
y held bus- 
S or small 


e 1954 tax 
dea of en- 
ust instru- 


expect the 
ow to qual- 
arital ex- 
range pro- 


alled upon 
endations 


animity of 
With com- 
the estate 


and meet 
2y will de- 
in and this 
elf to oth- 


usetts Mu- 


April 26, 1957 


ILI Issues New Book 
Giving Detailed Facts 
on Life Policyholders 


Detailed information on life insur- 
ance policyholders in the U. S. is pro- 
vided in a 64-page book, The Life In- 
surance Public, recently published by 
Institute of Life Insurance. 

The book is a compilation of facts 
and figures found in a study made for 
the institute by the survey research 
center at University of Michigan. The 
study, the first nationwide survey of 
life insurance ownership, covered pol- 
icyholder relationships and consumer 
attitudes. The book presents the report 
in tabular form and in graphic answers 
to specific questions concerning owner- 
ship and attitudes. 

When the survey was made in late 
1955, there were 115 million policy- 
holders in the U.S., including fraternal, 
veteran and all types. Of these, 103 
million were insured by the life com- 
panies. Since then the total has 
climbed to 118 million and the number 
insured by companies to 106 million. 

The survey found that 86% of all 
American families were policyholders 
and 57% of all families had every 
member insured. 

The report showed that those with 
veterans insurance, a pension plan, 
group or social security showed a 
wider ownership of individual life in- 
surance than those without these other 
plans. 

While 63% of all men, women and 
children in the country were insured 
with life companies, 76% of all adult 
urban residents and 81% of all veter- 
ans had policies with companies. It 
was found that 74% of all men were 


Van Elgort, Gandelman Win 
Top Midland Mutual Award 


The president’s award, presented an- 
nually by Midland Mutual Life in rec- 
ognition of outstanding all-around 
agency performance, has been won by 
the Sam Van Elgort agency of Beverly 
Hills, Cal. and the Marvin Gandelman 
agency of Trenton. 

The Van Elgort agency ranked first 
among company agencies over five 
years old in the field of agency de- 
velopment during 1956, while the Gan- 
delman agency led agencies in the five- 
years-or-under category. The Van El- 
or agency also won the award in 





OFFICE SPACE 
ROANOKE, VA. 








The Insurance Centre of Va., 
West Va., Tenn. & No. Carolina 


NEW AIR CONDITIONED 
FIREPROOF — 10 STORY 
MODERN OFFICE BLDG. 





ALL OR PART OF $ 25 
20,000 SQ. FT. sq. ft. 


Will divide to suit — Possession 
Nov. Ist. Up to 4000 sq. ft. for 
immediate occupancy. Present 
tenants include 21 of the coun- 
try‘sleadinginsurance companies. 
IDEAL LOCATION FOR 
OTHER BUSINESSES TOO! 


CARLTON TERRACE BUILDING 


920 So. Jefferson St., Roanoke, Va. 
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insured with companies, while 60% of 
all women and 53% of the children 
were insured. 

Husbands had some form of life in- 
surance in 88% of families where hus- 
band and wife were present. Among 
families that had life insurance, the 
husband was protected im 97% of the 
cases. Families with children tended 
ts be more frequently insured and also 
to own larger amounts than families 
without children. 

Regional.y, 31% of all life policy- 
holders were in the northeast region, 
27% were in the south and 42% were 


in the north-central and west. 

While there was no great variation 
in frequency of family ownership of 
life insurance among income groups 
over $3,000, the amount increased as 
income was larger. 

Occupationally, the frequency of 
ownership was not materially different 
for professionals, managers, self-em- 
ployed, clerical, sales, craftsmen and 
foremen, but the amount was consider- 
ably larger for the managers, profes- 
sionals and self-employed. 

Frequency of ownership was at the 
peak between ages 25 and 54, while 


9 


amount of ownership peaked between 
35 and 54. 

By size of community, the highest 
frequency of ownership was in the 
non-metropolitan cities of 50,000 and 
over, while the amount owned was 
larger in cities and suburbs than in the 
rural areas. : 

In the section of the study covering 
consumer attitudes, 41% of the insured 
families felt they had too little life in- 
surance, only 2% thought they had 
too much, and 86% thought it was a 
good idea to insure the wife and chil- 
dren, as well as the breadwinner. 


BACHRACH 


fast growth for brokerage management! 


tools and techniques developed from successful field experi- 
ence. For this reason, I feel that for men interested in and 
qualified for growth in brokerage sales management, today 
Berkshire presents the greatest potential 

for personal growth in the industry! 


The modern general insurance man represents what is un- 
questionably one of the fastest growing and most productive 
distribution outlets in the life insurance business. 


The all-line aspects of his operation, however, leave little 
time for the general insurance man to acquire the broad and 
complex knowledge required of the professional life under- 
writer. Yet, to hold all his clients and meet all their needs, 
the general insurance man must have technical competence 
and knowledge, if not in his own experience, at least at his 
fingertips. 


Our aim is to provide this professional competence through 
brokerage specialists trained and equipped with modern 


ERKS HIRE 
LIFE INSURANCE CoO. 
Life, Accident & Sickness, Pension Plans, Annuities 
W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD. MASS. « AMUTUAL COMPANY « 1851 
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Shanks Sees Good 
Business Prospects 
Despite Inflation 


Prospects for business are good de- 
spite continuing problems of inflation, 
President Carrol M. Shanks of Pruden- 
tial told 1,450 agents and their wives 
at a 3-day biennial ordinary agencies 
conference, known as the President’s 
Club meeting, at Chicago. 

No one in the life insurance business 
can—look with complacency on infla- 
tion, for it puts the charges on the 
wrong people, the people whe can least 
afford it, Mr. Shanks said. 

Referring to the company’s interest 
in legislation authorizing the sale of 
variable annuities, Mr. Shanks said it 
is becoming more evident every day 
that the American people want them. 
“It can’t be held off indefinitely,’’ he 
said. “When they can be issued, they 
will be good for us, good for our pol- 
icyholders, and good for the nation as 
a whole.” 

Sayre MacLeod, vice-president in 
charge of ordinary agencies, said 


Jesse D. Jones, 
Jacksonville, (cen- 
ter) leading agent 
of Prudential in 
1956 with com- 
bined production 
credits of $2,076,- 
000, chats with 
President Carrol 
M. Shanks (left) 
and _  Vice-presi- 
ident Sayre Mac- 
Leod at the 3-day 
biennial ordinary 
agencies con- 
ference at Chica- 





go. The conference, known as the President’s Club meeting, was attended by 
1,450 agents and their wives from the U. S., Canada and Hawaii. 


agents can help check inflation by get- 
ting people to put more of their money 
into insurance. 


He reported substantial growth in 
the ordinary agencies in the past five 
years and forecast a rapidly expand- 
ing market for life insurance by 1960, 
when the population, at the present 
rate of growth, will reach 177 million. 

By the end of 1960, he said, the num- 
ber of ordinary agencies will be 50% 
greater and the number of agents will 


be doubled. Ordinary business will in- 
crease 100% for a total of more than 
$2 billion before that date. 

Harold M. Stewart, executive vice- 
president, pointed out in the closing 
address that, in a world where the 
rate of change is accelerating, the life 
insurance industry is also changing 
rapidly. 

The apparent tremendous sales ex- 
pansion, he said, is normal progress in 
keeping with the over-all changes of 





Progress report on Prudential’s decentralization—No. 5 


SCH 


Prudential’s South Central Home 
. . part of our program to 
bring Prudential service closer to the 
people we serve—through decentral- 
ization. With headquarters in Jack- 
sonville, Florida, The South Central 
Home Office established in 1955 


Office . 
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GEORGIA. 








serves the area you see above. Other 


regional home offices are located in 
Chicago, Minneapolis, Los Angeles, 
Houston and Toronto, in addition to 


the Home Office in Newark. 
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the economy. The billions written anj 
the billions to be written are only 
keeping pace. : 

Other highlights included talks by 
Jesse D. Jones, Jacksonville, the top 

















agent, who sold $2,076,000 in 1954 ——— 
Eugene J. Conroy, general solicitor Ame 
Charles B. Laing, vice-president of the 

planning and development department Exp 
and Kenneth C. Foster, 2nd vice-pres.§ Amer 
ident of the group department. pandin; 

Howard A. Austin Jr., 2nd vice-pres. hensive 
ident of the ordinary agencies depart. basic P 
ment, introduced the leading agents — 4 plan 
assistant managers and managers § inate | 
Harry E. Wilkinson, Duncan Macfarlay ance fe 
and Floyd K. Bennett, executive direc. of the 
tors of agencies, presided over the bus. guarant 
iness sessions. include 

cane and tw 

LIAMA Meet to Feature plans. 
is 

Management Forum » ade 

The program for the final day of & coverag 
LIAMA’s combination companies con. B acciden' 
ference April 29-May 1 at Hollywood, penefits 
Fla., will include a symposium on “The — monthls 
Forward Look in Management Devel. § $500 an 
opment.” compan! 

W. W. Cherry, assistant vice-presi. B Seven o 
dent of American National, will be B men an 
chairman of the symposium which will § for worm 
consider four areas of management de. Other 
velopment. James G. Bruce, vice-pres. § age incl 
ident and secretary of Colonial Life — member 
will discuss “The Supervising Agent,’ — amounts 
J. C. Bullion, director of agencies of — income 
American National, “Taking the Home — benefits 
Office to the Field;” Charles T. Clay- — benefit 
ton, vice-president of Liberty National, followin; 
“The Management Team,” and Paul Recur! 
J. Williamson, assistant vice-president J months 
of Life of Virginia, “Training the Train- f claim. 17 
er.” house co 

Frederic M. Peirce, managing di- 
rector of LIAMA, will close the con- Fidelity 
ference with a talk, “Looking For- Single F 
ware.” ’ Fidelit 

Rufus E. Fort Jr., vice-president of § on single 
National Life & Accident, is chair- f from app 
man of the combination companies — fund pla 
conference committee. on the i! 

mium ve 

been re 
Set Agents’ School for amount. 
July 29 at U. of Conn. Vietnam: 

Connecticut Assn. of Life Under- : 
writers and University of Connecti- — 
cut’s school of business administration Visinarn 
will hold their annual life underwrit- oleteene 
ing school July 29-August 2 on the on den 
campus at Storrs. Theme of the course die of 
will be “New Frontiers in Estate Plan- United St 
ning.” 

—— and their topics will in- wan é 
clude Charles B. McCaffrey of See J jarciy's 
furth, McGiveran & McCaffrey, Mil- silibiios 
waukee financial planning consultants, under the 
on the estate tax situation; Jack D. fice Mana 
Garfunkel, life insurance and estate Their t 
planning consultant of New York, on cluded v; 
“How to Develop the Facts;” Robert J. with spec’ 
Lawthers, director of benefits and Jang accou 
pension business of New England Life, 
on distribution of life insurance - ber- 
eficiary arrangements, tax aspects and Elect Poc 
assignments; Robert C. Barnum Jr, Agency | 
attorney of Greenwich, Conn., on wills; 

Stanley J. Lonsdale, assistant trust of- | Walter, 
ficer of Connecticut National bank of [Lincoln N 
Bridgeport, on trusts, and Lawrence elected ex 
G. Knecht, Cleveland attorney, case J LIAMs 
study. ment scho 

Class meetings will consist of lec- 
tures, discussions and demonstrations 
of solutions to problems. The instruc- 
tors will conduct seminars and round 








table discussions in the evening. En- 
rollment will be limited to 50 and pref- 
erence will be given to applicants w! 
at least three years in the business. 
Applications will be processed by 4 
summer school admissions committee. 
The course will cost $95. ; 

Wilbur W. Hartshorn, superintend- 
ent of agencies of Metropolitan Life, 
will ‘deliver the graduation address. 
Certificates of completion will be 
awarded. 
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POLICIES 


American United Life 
Expands Its A&S Line 


American United Life is greatly ex- 
panding its A&S line with compre- 
hensive A&S coverage including 12 
pasic policies and six optional riders. 
A plan is offered which will elim- 
inate the deductible and co-insur- 
ance features from accident coverage 
of the major medical. All plans are 
guaranteed renewable to age 65. They 
include nine disability income policies 
and two deductible hospital-surgical 
Jans. he 
Disability income policies offer from 
a minimum of two-year accident-only 
coverage, to a maximum of life time 
accident coverage including sickness 
benefits to 65. The company will issue 
monthly benefit amounts from $100 to 
$500 and will participate with other 








Seven of the policies are designed for 
men and two are especially designed 
for women. nt 

Other features of disability cover- 
age include accidental death and dis- 
memberment benefits in lump sum 
amounts equal to 25 times the monthly 
income benefit and partial disability 
benefits at half the monthly income 
benefit for as many as six months 
following a period of total disability. 

Recurrence of disability after a six 
months period is treated as a new 
clam. There is no requirement for 
house confinement. 





Fidelity Mutual Cuts Rates on 
Single Premium Annuities 

Fidelity Mutual has reduced the rates 
on single premium annuities, varying 
from approximately 5% on the non-re- 
fund plan to between 15% and 20% 
on the installment plans. Single pre- 
mium life and endowment rates have 
been reduced by $10 per $1,000 face 
amount. 








Vietnam Goverment Workers See 


Provident Mutual Home Office 

Provident Mutual was host to three 
Vietnam government representatives 
who were among 19 government work- 
ers chosen for a period of intensive 
study of office procedures in the 
United States. 

They have completed a_6-month 
study period at Michigan State uni- 
versity and are visiting business or- 
ganizations throughout this country 
under the sponsorship of National Of- 
fice Management Assn. 

Their tour at Provident Mutual in- 
cluded visits to major departments 
with special emphasis on the planning 
and accounting departments. 





Elect Pool Chairman of LIAMA 


Agency Management School 


Walter, L. Pool, general agent of 
Lincoln National Life at Norfolk, was 
elected executive committee chairman 
of LIAMA’s 12-day agency manage- 
ment school held at Savannah. 

Also elected to the committee were 
William E. Carpenter, general agent 
of Lincoln National at Miami; Frank 





and round 
ening. En- 
) and pref- 
icants with 
> business. 
ssed by 4 
committee. 


perintend- 
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n address. 
will be 






of the school, assisted by W. Thomas 
LIAMA’s staff. 


E. Diamond, head of the estate plan- 
ling department of Gulf Life; Fred 
W. McCoy, district manager of State 
Farm at Radford, Va., and Charles M. 
Trubae, assistant state director of State 
Farm in Washington, D. C. 

Attending the school were 53 field 
managers and home office executives 
presenting 21 companies. Charles K. 
d, senior consultant, was in charge 


Fiquet and ‘William H. Wharf of 


Guarantee Mutual Offers 3 Major Policy Changes 


Guarantee Mutual Life presented its 
field force with three major policy 
changes at a series of regional meet- 
ings at Dallas, Chicago, Minneapolis, 
Portland, Los Angeles and Honolulu. 
Tie new developments in the policy 
fe‘-up are graded premiums, step- 
down rate for women, and family pro- 
tector rider. 

All life and endowment premiums 
and term to age 65 premiums will be 
graded according to policy size with 
the face amount of the basic policy 


governing the premium rate. The step- 
down occurs at $2,500, $10,000, $15,000 
and $25,000. 

Three years will be subtracted from 
a woman policyholder’s actual age to 
effect the step-down rate. In states 
where the three-year rate is not per- 
mitted, separate lower rates will be 
allowed. These new rates for the wom- 
en’s market are applicable in all states 
in which the company operates with 
the exception of two which require 
equal rates for men and women. 


Guarantee Mutual’s family protector 
term rider will enable an insured hus- 
band to insure every member of his 
family when he buys coverage on his 
own life. This is applicable in all states 
except Kansas. The rider offers con- 
version privileges for both wife and 
children of the insured. The wife’s 
term coverage under the rider can be 
converted to permanent insurance at 
attained age any time during the term 
period without evidence of insurability. 
The children’s coverage may be con- 
verted for face amount ($1,000) at any 
time during the term period. 











NO 
ARMCHAIR 
GENERALS 
HERE! 







STAR OF 
Beal-m, [eli ag. | 


Armchair generals are conspicuous by their absence 
among Home Office people at Minnesota Mutual 
Life! You'll find Minnesota Mutual men in the Field 
... giving shirt sleeve, 


prospects .. 


The "Star of the North” is the fastest growing mutual 
company because it has developed the plans and the 
tools to put a new man into production fast . . . keep 
a good man growing year after year . . . and move the 
best men into the unlimited frontiers of Advanced 


Underwriting. 


Typical presentations are Minnesota Mutual’s Suc- 
cess Bond Story, Mortgage Cancellation Plan and 
unique Business Insurance Proposal. Each is “trig- 
gered” by visual sales aids that really work ! 


Behind all this lies a higher-pay incentive contract 
incorporating an unusual combination of persistency 
fees. It guarantees greater return to the man who 


writes quality business. 


. demonstrating how to get results with 
sales tools that have no peers in the industry. 


These are the reasons why the “Star of the North” 
shines as a guiding light to many a career underwriter 
who has found his place in the sun with. . . 


The A gent-Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 


down-to-earth help in front of 
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Should Your Son Become an Agent? 


Whether trends in the business are 
such that a life insurance man should 
want his son to become an agent is the 
topic for the agents forum at the next 
annual meeting of National Assn. of 
Life Underwriters and we don’t think 
a better topic could have been chosen. 

But this is such an important subject 
that nothing should be permitted to 
distract the principals in their search 
for the truth. This will be no place for 
a succession of set speeches that meet 
each other’s arguments only by acci- 
dent if at all. The other fellow’s argu- 
ments should be discussed and if pos- 
sible refuted, because that is the only 
way an argument can be regarded as 
having been tested. Moreover, it’s the 
only way to jar a listener out of a 
firm but possibly erroneous conviction. 

We suggest this procedure for the 
forum session at Detroit: Let the mod- 
erator lead off with a short statement 
of facts and premises that both sides 
have agreed upon in advance, thereby 
saving time that would be wasted in 
proving what the other fellow already 
concedes. This belaboring of the ob- 
vious usually done for the sake of its 
emotional value, can be a terrific time- 
waster. 

Then let the principals state their 
positions and reasons therefor in not 
more than 10 minutes each. Following 
this they would be quizzed in a sort of 
“Meet the Press’’ fashion by a panel of 
two to four unbiased (so far as pos- 
sible) interrogators, with the help of 
the moderator, who would also have 
the job of keeping the discussion lively 
and on the track. 

It might be said, of course, that with 
a topic that has more than one side— 
as is certainly true of future trends in 
the business—there could be more 
than two principals and they could 
quiz each other instead of having a 
special panel of inquisitors. They could 
do some of that, but the real burden 
of interrogation should be on those 
who are prepared to do it and have no 
other duty in connection with the dis- 
cussion. 

For one thing, it takes a different 
type of mind to interrogate, to elicit 
ideas, and to summarize them than to 
conceive and present a viewpoint as an 
advocate. The latter is the “idea man,” 
the creative thinker, the enthusiast, 
and most of all, the salesman of a point 
of view. The interrogator, on the other 
hand, is the analytical type, the skeptic 
who is trained to sift fact from fuzzy 
assumption. 

The difficult job of summing up 
would be the moderator’s. This in it- 
self calls for a man of considerable 
stature in the business. In addition to 
stating what he thinks the discussion 
has added up to, he has had the job 
of keeping the discussion on the beam 
and not letting any overly enthusiastic 
participant monopolize the conversa- 
tion. In his summing up he would 
indicate what the discussion has point- 
ed to as well-buttressed facts and what 
are interesting but unproved specula- 
tions that seem worth further explor- 
ing. 


The moderator would have the op- 
portunity of writing off those supposed 
facts or generally held assumptions 
that the discussion had effectively 
discredited. This in itself would be 
a worth-while by-product of the dis- 
cussion. It has often been said that it 
isn’t the things that people are igno- 
rant of that harm them but the things 
they know that aren’t so. 

At all stages of the discussion, ex- 
cept while the principals were reading 
their prepared statements, the moder- 
ator would have the exacting but stim- 
ulating job of jumping into the fray 
whenever it seemed necessary to keep 
the discussion from getting off the 
point. It would have to be well under- 
stood that the moderator was to have 
this privilege even though it might 
mean breaking in in the middle of a 
sentence. And he would need to keep 
the discussion broken up into reason- 
ably small conversational bites, pre- 
venting it from becoming a series of 
monologues, because even an on-the- 
point monologue can get pretty dull. 

An advance conference of all the 
participants would be helpful, almost 
essential. Not for rehearsal as such, 
but to minimize wasted time and pre- 
vent people from taking off on tan- 
gents. It would also show up state- 
ments that needed bolstering with 
facts or figures. 

Moreover, if the discussion is to be 
a search for truth rather than merely 
a thrilling jousting match there is no 
need for so much of the element of 
surprise in maneuvering for victory. 
If truth is the goal, then each partici- 
pant should want the others to know 
all his arguments so that they can be 
examined and, if found to be irrefu- 
table, accepted as having passed a 
severe test with flying colors. 

Keeping your ace arguments under 
wraps indicates a fear that your argu- 
ments aren’t strong enough to stand up 
if the other fellow has a chance to 
give them a considered answer. This 
special-pleader attitude should have no 
place at the discussion of whether a 
life insurance man should want his 
son to become an agent. The truth is 
the truth. It should be sought honestly 
and in good faith, regardless of wheth- 
er one’s views will or won’t win a 
standing ovation from the audience.— 


PERSONALS 


John Van Lindley, vice-president of 
Jefferson Standard Life and highway 
commissioner for the seventh district 
of North Carolina, was presented, for 
his work in highway improvement, the 
distinguished citizens award by the 
Greensboro Chamber of Commerce at 
its 80th dinner meeting. 











Lantz L. Mackey, life insurance con- 
sultant at Detroit who operates L. L. 
Mackey & Associates, has been elected 
mayor of Lathrup Village, Mich., a De- 
troit suburb. For the past two years, he 








has been a member of the Lathrup jj 
lage city council. Mr. Mackey is a }j 
and qualifying member of the Mill 
Dollar Round Table, a past president, 
Detroit Life Insurance & Trust Coy, 
cil, Detroit CLU chapter, and Det; 
Life Underwriters Assn. 









Howard Holderness, president of Je 
ferson Standard Life, has received , 
behalf of his company a special awa 
from the Greensboro, N. C., Cham 
of Commerce in recognition of the cop, 
pany’s 50th anniversary. 


DEATHS 


JOHN R. LANGE, 64, Wisconsin jy 
surance commissioner for seven yeax 
died in Madison. He was appoint 
commissioner by former Gov. Re 
bohm in 1948 and served until 19 
Mr. Lange was a fellow of Casual; 
Actuarial Society and a member 
Federation of Insurance Counsels, 


J. CALVIN TOPE, general agent ¢ 
Phoenix for Pacific National Life, an; 
his wife died in an airplane crash. 


CLARENCE P. CROCKER, 79, ;: 
East Orange, N. J., who joined Mutu 
of New York in 1893 in the actuari 
department and retired as purchasir 
agent in 1943, died in Orange Memorf 
ial hospital after an illness of thre 


~ $T0CKs 


By H. W. Cornelius, Bacon, Whipple & (i. 
135 S. La Salle St., Chicago, April 23. 1s 


















































Previous Current 

Week’s Bid Bid  Askti 

PMD TAGS o.cccrssevessesessescccasens 181% = 187 1% 
Beneficial Standard ........ 1642 17 18 
Cal.-Western States ........ 83% 8242 8 
Colonial Life «0.0... 97 98 102 
Columbian Nationa! .......... 79 78 81 


Commonwealth Life 
Connecticut General 
Continental Assurance ..... 
Franklin Life 
Great Southern Life 
Gulf Life 
Jefferson Standard ... 
Kansas City Life ....... 
Life & Casualty .......... 
















Life Insurance Investors 14% 

Life of Virginia ................ 97 962 8 
Lincoln National ................ 205 209 212 
National L. & A. ..... ee 834 8342 84 
North American, III. ........ 18% 18% 1 
N. W. National Life ........ 88 88 91 
Ohio State Life ................ 267 267 2% 
Old Line Life ................ 57 57 él 
Republic Natl. Life ........ 36 35% St 
Southland Life ...............00 81 82 ) 
Southwestern Life ............ 92 91 % 
TLAVEIETS —...-cs0scsssesessesecesecesses 80% 813, 8% 
TUS ENS. cccsssesssosssesdssseatesce 22% 22% B 
Me es NO ooaccscsescasinpitiesesqseses 26 26 u 
West Coast Life... 46% 45% 
Wisconsin National ............ 53 53 56 








Underwriters Handbook o 
Dakotas Is Published 


A new Underwriters handbook of 
North and South Dakota has just 
been published by the National Un- 
derwriter Company. It provides 
complete and up-to-date informa- 
tion on the agencies, companies, 
field men, general agents, groups 
and other organizations affiliated 
with insurance throughout these two 
states. Copies of the new North and 
South Dakota handbook may be ob- 
tained from the National Underwrit- 
er Company, at 420 East Fourth 
street, Cincinnati 2, Ohio. 
$12.50 each. 














Henry F. Rood, vice-president au 
actuary of Lincoln National Life, is ® 
a five-week trip to survey the com 
pany’s operations in the Philippine Is 
lands. 
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Employers Compete Furiously 
for 57 Batch of College Grads 


Northwestern National Life, now 
conducting its 22nd annual survey of 
U. S. college placements, reports that 
the employer competition for the serv- 
ices of the 1957 batch of college grad- 
uates is earlier, faster and more furious 
than last year. On many campuses, the 
number of employing firms represented 
is greater than the number of seniors 
available for employment. Various 
corporations are now trying to set up 
campus interviewing schedules for the 
next five years—up to and including 
the class of June, 1962. 

Employment scouts are so numerous 
that some schools have been hiring 
hotel facilities for group interviews— 
to supplement the schools’ once-ample 
interview rooms. 

* e J 

Salary offers are up $20-$40 a month 
above last year’s record salary figure, 
and are edging still higher as com- 
mencement time nears. Engineers will 
start work in a prevailing range from 
$400-$525 a month. Business and liber- 
al arts men will average substantially 
less than technical people, but their of- 
fers, too, are higher than those of 1956, 


right across the board. 

Columbia university reports that in 
all areas, including liberal arts, there 
are more employing companies repre- 
sented this spring than there are avail- 
able senior candidates for jobs. Univer- 
sity of Minnesota’s school of business 
notes sharply higher demand for ac- 
countants and industrial relations men. 
Temple university finds accountants to 
be in almost as intense demand as tech- 
nical and science people. Temple and 
University of Cincinnati note an in- 
creasing trend to sign up juniors for 
summer employment, looking to a per- 
manent connection upon their gradua- 
tion. Notre Dame ended interviewing 
April 11, with all available June grads 
placed. Georgia Tech reports inter- 
viewing for 1957 seniors will end May 
30, when next December’s class should 
all be placed. 

One harried placement official de- 
clared the major difficulty to be sim- 
ply “a problem of trying to maintain 
opportunity for would-be employers to 
get together with would-be employes, 
and still save out a little time for se- 
niors to attend classes.” 








Hancock Observes 95th 
Anniversary in Special 
Program at Home Office 


John Hancock held an all-day pro- 
gram to celebrate its 95th anniversary. 

As a tribute to the leadership of 
Chairman Paul F. Clark and President 
Byron K. Elliott, employes held a tea 
at Hotel Statler for 3,000 home office 
and retired employes. 

Earlier, the entire home office staff 
attended a luncheon in the company 
cafeteria. A statue of John Hancock 
sculptured in ice, floral decorations 
later presented to the Salvation Army 
for use in local hospitals and music 
highlighted the occasion. 

Another feature was the unveiling 
by Mr. Clark and Mr. Elliott of a tab- 
leau depicting a typical Boston office 
of 1862, when the company was found- 
ed. The tableau, which will be on pub- 
lic display in John Hancock’s main 
lobby for the next several weeks, fea- 
tured life-size figures of the first Han- 
cock agent and his office assistant. 
Tape recordings gave a commentary on 
office conditions of the era and many 
milestones in the history of the com- 
pany. 


John Hancock was named after the 
first governor of Massachusetts, the 
first signer of the Declaration of Inde- 
pendence and president of the Second 
Continental Congress. The company 
started business in a one-room office 
at 41 State street. Hancock had out- 
grown its original office by 1870 and 
moved to new quarters in the Sears 
building on Washington street. By 
1891, it had grown to such a degree 
that an 8-story home office was built 
at Devonshire and Federal streets. 

In 1918, in one of the largest real 
estate transactions ever made in Bos- 
ton up to that time, Hancock purchased 
the land in Back Bay where its present 
home office is located. The first build- 
ing an 8-story structure, was com- 
pleted in 1922. The present 26-story 
building which adjoins the former of- 
fice was opened in 1949. 

With $19 billion of insurance in 
force, the company now serves 10 mil- 
lion policyholders in the U. S., Hawaii 
and Puerto Rico. It is America’s 11th 





largest corporation from the standpoint 
of total assets, and fourth largest life 
company from the standpoint of insur- 
ance in force. Its home office and field 
organization has grown to 16,000. 





Postpone Mass. Hearing - 


on Variable Annuities 

The Massachusetts joint study com- 
mission has postponed its hearing on 
the variable annuity bill from April 
2-3 to April 30-May 1. 

The commission, created last year, 
is studying the variable annuity bill 
and other insurance measures intro- 
duced in the legislature in 1956. It is 
expected to report to the legislature 
by June 5. The commission consists of 
two senators, three members of the 
house and three representatives of the 
insurance industry. 


List Events for LOMA 
Regional April 29-30 


Life Office Management Assn. will 
hold its midwest regional meeting at 
the Hotel President, Kansas City, April 
29-30, with LOMA President J. How- 
ard Ditman, vice-president and comp- 
troller New York Life, as general 
chairman. 

On April 29 W. E. Bixby, president 
Kansas City Life, will present the 
theme of the meeting, “Progress 
Should Be Planned” and Hess T. Sears 
of Equitable of Iowa will moderate a 
mock staff meeting as a program open- 
er. 

Four speakers will then discuss var- 
ious aspects of “Personnel Planning in 
Company Growth” under the chair- 
manship of F. W. Capper of Equitable 
of Iowa. 

Another four speakers will take up 
“Expense Control and its Relationship 
to Planning,” with John C. Morris, 
vice-president and_ secretary State 
Farm Life of Illinois, as chairman, and 
Herbert G. Bartholdi of Minnesota Mu- 
tual as moderator. There will be illus- 
trated subjects and open discussion on 
expense control. 

Robert T. Repass of Central Life As- 
surance of Iowa will be chairman of a 
panel on automation. A. C. Vanselow 
of Franklin Life of Illinois will follow 





up with a report on Univac installa- 


tion at his company. 

On April 30 a seminar on methods 
improvement through planning will be 
conducted, with Everett O’Brien of 
State Farm as chairman. 














———— 


Occidental agents and brokers using our 
tested visual sales presentation—PAID UP?— 
will find it solves the problem of getting the 
prospect's attention, and keeping it long 
enough to tell the story of Occidental’s out- 
standing Group Term and Paid Up plan. 


Iccidental Life 


HoME OFFICE ¥% Los ANGELES 





INSURANCE 
COMPANY 
OF CALIFORNIA 


“WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO" 











MILLIONS of PEOPLE 


The Sun Life of Canada, in 86 years of public service, has 


provided life insurance protection for millions of people. 


In 1956 the Company paid to policyholders and bene- 
ficiaries an amount exceeding $137 million, bringing to 
$3.1 billion total benefits paid out since the first Sun Life 


policy was issued. 


Over seven billion dollars of life insurance 


in force. 


SUN LIFE ASSURANCE COMPANY 
WORLD WIDE OF CANADA HEAD OFFICE 


SERvVECE MONTREAL 
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NEWS OF FRATERNAS 
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Royal Neighbors in Force Figure Up $6.4 Million ff postal 
Life in force of Royal Neighbors amounted to $22,050,000. The society's Char! 

















i] 
amounted to $432,979,848 at the end membership totaled 556,532. Unas. pointed 
of 1956, an increase of $6,456,194 com- signed funds increased $1,199,642 to a pa CI 
pared to the close of 1955. total of $19,082,947. Benefits paid to Prior 


POLI CY RY PREMI M Assets were $160,945,330, an increase beneficiaries and _ living members § served. 
: y | : “ 
: of $4,230,186. The society reported it amounted to $7,382,602, an increase of F managé 
earned a net interest rate of 3.64% $10,493. Of the benefits, dividends paiq 
last year, compared to 3.45% in 1955. to members accounted for $1,889,911, Paul L 











New paid for insurance written in 1956 Nn increase of $34,289. an 
pointe 
' W.O.W., Omaha Sets Up J 22 
’ ’ ning 
for Bankers Life of Nebraska’s A & S Unique Ad Program North 


Woodmen of the World, Omaha, is New | 


66 accomplishing what it believes to bea _ 
ny N. Y. A&H Club to Hear  “tirst” in public relations advertising, oa 

. The fraternal is running full-page ad. 0 

Detectives Talk May 2 vertisements in all daily newspapers erte’s L 


New York representatives of Pinker- in cities in which it is holding state since 1! 


D 99 tons National Detective agency will de- conventions. The advertisements in — operate 
scribe the behind-the-scenes activity general get across the message that the Angeles 

of their investigation of A&S claims society is happy to be in the city and t 

at a dinner meeting of New York Ac- also outlines the services performed by — Acaci¢ 














cident & Health club at 6:30 p.m. May local Woodmen camps in each partic. Davic 
§ z 2 at Hotel Shelburne. ular area. superin 
e Ordinary Life coverage from $5,000 to A film, “The Pinkerton Man,” de- The society holds conventions every 
$15,000 on Father picting the work of a typical investi- two years in 23 head camp jurisdic. 
gator, will be shown. W. S. Guill, tions. Conventions have been or will 
¢ Coverage of one-fifth the face amount Pinkerton’s New York office manager, pe held in the following cities: Tusca- 
on Mother, depending upon her age will discuss interesting claims cases. {g9sa, Ala.; Tuscon, Ariz.; Little Rock, 
A number of case histories will be out- Ark.; Gainesville, Fla.; Paducah, Ky, 
e Coverage of one-fifth the face amount lined by R. W. Schooley, Pinkerton [ake Charles, La.; Macon, Ga.; Peoria 
on children age 18 or under insurance department manager. UL; Sioux City, Ia.; Steubenville, 0, 
, a The meeting is designed to give a Oklahoma City; Hattiesburg, Miss: 
¢ Children are covered automatically at better understanding of the amount of poplar Bluff, Mo.; North Platte, Neb: 
age 15 days, work and close cooperation between atlantic City, N. J.; New Haven, Conn, 
: ‘ P investigative agencies and insurance Butler, Pa.: Charleston, S. C.: Nash- 
*Can be ned without medical companies necessary for adequate ville; San idan New Bern, N. C; 
examination claim administration. Richmond, Va., and Battle Creek, Mich. David 
: A These meetings are to be climaxed by 
The Fi amily Plan is the answer to Popular BBB Booklet a national convention, to be held this — ™4ma8e 
the family insurance needs. : . year, July 22-25 in New York City. A id 
on A&S is Revised highlight of each convention is the pre- | Occid 
inti ‘ _ sentation of a special gift to the city Occi¢ 
Association of Better Business Bu or one of its institutions. The newspa- pointed 


reaus has revised its widely used A&S agers < 


Fact Booklet to reflect new develop- per ads invite the public to attend rea 


@ 
Ba a kers hi eC ments and improvements in coverages. these presentation ceremonies. Rober 
The 16-page booklet covers preva- The idea for these ads was orig:nat- at the 


lence and economic effects of acci- ed by Howard M. Lundgren, president been p! 



























































ee Ce of. COTAS: general plans available, the applica- }jym_ advertising public relations di- al, he | 
tion. and costs. It pays particular at- seeter Life ant 
SINCE 1887 HOME OFFICE—LINCOLN tention to policy limitations, lists ; Clayt 
points to observe when buying and associat 
a gag to Se EO ee Travelers; John M. McMullen and ier 
‘This booklet has been the most Freda S. Rubin, Mutual Benefit ee after jo 
widely-circulated and most requested Herman C. Harrison, Paul Revere Life; cisco in 
in the BBB series of 22 on various Richard H. Ormond, Massachusetts In- Arma 
A ITY e businesses, financial subjects and mer- demnity & Life; William R. Dignan, sentativ 
QU L i. Our Her itage chandise. Health Insurance Institute Dignan & Associates; Glen W. Isgrig, pointed 
did research and helped prepare the Lincoln National Life; John R. Dey, joining 
revised publication. , __ Inter-Ocean, and Albert Knapp, Re- | had be 
: : Copies may be obtained singly or in serve Life Central 
Our Policies A a... ‘ bulk from any local Better Business f ‘ Greg 
Loss of Time _ The agent interested in we Bureau or, in cities where there is no _ Speaker was Charles B. O'Connor, to mani 
Accident and Sickness a 2 e in the following bureau, from Association of Better Midland Mutual Life, who discussed compan 
Hospital, Medical offering quality writes Ili- Arizona Business Bureaus, Inc., 723 Chrysler programing as a means of improving Tepresel 
and Surgical nois Mutual Casualty Com- ——, pooper meg! ya — i, ee = i persistency and demonstrated how to elers. 
° aie sold for 10 cents a single copy, 50 cents gq; oonasl rages. 
Non-Cancellable and pany policies. Florida, Sor six, S056 for 100 ond Bactienslty COO POO eee Pan-A\ 
; ? Ae 
oA wepaia To meet the needs of your Rectecby lower prices for larger quantities. eo Steve 
Accident and Sickness ini ais aaa tine Michigan N.Y. Life Wins Defense Award general 
° clien innesota . . . P ° : 
sietintiidiaatitbiaeis iid thgals ian Missouri Cincinnati Assn. of A&H for Cooperation with Reservists te dle 
os & our ebraska e ° 
. . N. Dakota i New York Life has received the De- te 
Cancer and Specific portfolio. Ohio _ Underwriters Elects Purdy g partment of Defense reserve award for — 
Disease Expense Wisconsin Cincinnati Assn. of A&H Underwrit- jts outstanding cooperation with reser- division 
. ee ene, ae ers has elected Louis F. Purdy, Paul vists and reserve activities. Ohio, 
mony seating concerning our Pec wty wd Revere Life, president, to succeed Jack Maj. Gen. Raymond E. Bell, chief of 
of Time Plans rangements for a Direct Contract. C. Harris, Mutual Benefit H.&A. Oth- the U. S. military district of New York, Home 
er officers are Dudley A. Martin, presented the award to President Clar- Alb 
‘ Inter-Ocean, vice-president; William ence J. Myers at the home office. Coast aia _ 
WE LANGAS MUTUAL HOME OFFICE B. Borgel, The National Underwriter guard, navy, air foree and marine | Tro 20 
- ece 411 Liberty Company, treasurer (reelected), and COFPS Ollicers attende e revigess the 
CaAaSVa tay XY CUMPARY Peoria, Illinois Geni Ranshaw, Inter-Ocean, secretary. Also on hand was a royal Thales pe Ans 
WOVE ASSESSABLE 5 % A 4 z army officer who is visiting the U. 5. : 
Executive committeemen are: Mr. as a guest of the army. The day after pointed 
E. A. McCORD, President, C. C. INMAN, Exec. Vice President Harris, chairman; T. Chester Clinken- the presentation, New York Life — a 
Dependable Accident, Sickness and Hospital Insurance Since 1910 | beard and Robert J. DeVilliers, Min- marked the 182th aniversary of its Pi, | 





EE , esoia Mutual Life; H. W. Rankin, founding. 
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FIELD CHANGES 





———————————— 


Postal Life 

es P. Rafferty has been ap- 
Pence) general agent for Postal Life 
at Indianapolis with offices at Suite 
301, Chamber of Commerce building. 
Prior to this appointment, he had 
served as agent, supervisor and branch 
manager for another company. 


Paul Revere 

Howard L. Cundy has been_ap- 
ointed district manager of the Stan- 
ley agency at Albuquerque. Before 
joining Paul Revere, he was with 
Northwestern Mutual in Albuquerque. 


New York Life 

William E. Over has been placed in 
charge of the newly opened San Diego 
group office. He has been in New York 
Life’s Los Angeles district group office 
since 1954. The San Diego office will 
operate as a subdivision of the Los 


Angeles office. 


Acacia 
David T. Conlin has been appointed 
superintendent of agencies. He and two 
other superinten- 
dents will be re- 
sponsible for su- 
pervising Acacia’s 
agency organiza- 
tion. He has been 
general agent of 
Monarch Life at 
Washington since 
1954. He entered 
the business with 
Monarch Life in 
1949 and was pro- 
moted to agency 
secretary in 1952. 
He was given the 
additional title of 
manager of selection in 1953. 





David T. Conlin 


Occidental of California 


Occidental Life of California has ap- 
pointed associate regional group man- 
agers at Newark, Los Angeles, St. 
Louis and Atlanta. 

Robert L. Young, assistant manager 
at the Philadelphia group office, has 
been promoted to the Newark group 
suboffice post. Before joining Occident- 
al, he had been an agent for Reserve 
Life and Security Life & Accident. 

Clayton T. Mills has been named 
associate regional group manager at 
Los Angeles. He had been named as- 
sistant manager at Los Angeles in 1955 
after joining the company in San Fran- 
cisco in 1952. 

Armand W. Kitto Jr., group repre- 
sentative at New Orleans, has been ap- 
pointed to the St. Louis post. Prior to 
joining Occidental last November, he 
had been with Home Life and Union 
Central Life. 

Gregory Brewer has been promoted 
to manager at Atlanta. He joined the 
company in July 1956 as group sales 
eeenive after being with Trav- 
elers. 


Pan-American Life 


Steven P. Zardus has been named 
general agent in Somerville, N. J., to 
serve Somerset, Morris, Mercer and 
Hunterdon counties. He entered the 
business with Prudential in 1952 and, 
before joining Pan-American, was a 
— manager in New Jersey and 

0. 


Home Life 


Albert F. Brady, Thorvald W. John- 
Son and George L. Thomas have 
been named agency field assistants in 
the home office. Frederick De Meyer 
and Michael T. Wallace have been ap- 
Pointed assistant managers at New 
York and Boston, respectively. Mr. 
Brady joined Home Life at White 
Plains, N.Y., in early 1956 and became 


assistant manager last October. Mr. 
Johnson joined the company at Pitts- 
burgh in 1953 and became assistant 
manager in 1955. Mr. Thomas joined 
at Buffalo in 1953 and became assist- 
ant manager in 1955. Mr. De Meyer 
joined as a management assistant in 
1953. Mr. Wallace joined in 1954. 


Manhattan Life 


George A. O’Dowd, assistant super- 
intendent of agencies of the eastern 
ae division since 1955, 
has been appoint- 
ed superintendent 
of agencies of the 
newly created 
north central divi- 
sion, effective May 
1. Operations will 
commence in late 
May when he will 
move from the 
home office to 
Minneapolis. Man- 
sai hattan Life en- 
G. A. O'Dowd tered Minnesota 
in March by appointing Samuel J. Jones 
general agent in Minneapolis, with of- 
fices in the Phoenix building. Agency 
operations will be expanded in Minne- 
sota and other states in the north cen- 
tral area. Mr O’Dowd joined Manhat- 
tan’s home office agency department 
in 1950. 

Lynch & Burke Insurance agency, 
89 Broad street, Boston, has been 
named a general agency of Manhattan 
Life. The agency is comprised of Wil- 
liam H. Burke, who has been in various 
insurance lines since 1924; John M. 
Lynch, in the business for 11 years, 
and Edmund R. Thornton, assistant 
general agent, in the business eight 
years. 

Richard S. Kapsa has been named 
brokerage manager for the northern 
Virginia area, served by the Sampson 
agency at Washington. Before joining 
Manhattan Life, Mr. Kapsa was with 
Connecticut Mutual. 





Kansas City Life 

Sen. George E. Little of the Alabama 
senate has been appointed Kansas 
‘City Life general agent for Alabama. 
His agency will be at Eufaula. Prior 
to joining the company, he had six 
years of insurance experience as a 
personal producer and Alabama state 
manager. 


Prudential 


George T. Tyo has been named 
manager at the Long Beach, Cal., dis- 
trict agency, succeeding Robert B. 
Turner, who has been appointed direc- 
tor of agencies at the Los Angeles re- 
gional home office. Mr. Tyo, who was 
a training consultant, joined Pruden- 
tial at the Long Beach office in 1946 
and was named staff manager there 
prior to taking the home office posi- 
tion in 1955. 

Edward A. Hansen, staff manager at 
St. Paul, has been appointed manager 
of the Ottumwa, Ia. district office by 
Prudential to succeed Marion M. Crone 
who has retired. Mr. Hansen joined 
Prudential in 1947 as an agent at the 
St. Paul Eastview district office and 
was promoted to staff manager there 
in 1950. 

Carlyle D. Hillsman has been named 
manager of the Yakima (Wash.) dis- 
trict agency of Prudential. A training 
consultant for the company, he suc- 
ceeds Ruben L. Nelson, who was ad- 
vanced to director of agencies. Mr. 
Hillsman joined Prudential in 1951 as 
an agent in.the company’s San Fran- 
cisco office and was promoted to staff 
manager at San Rafael, Cal. two years 
later. Last October he was transferred 
to the Los Angeles regional home of- 
fice as a training consultant. 


Maine Fidelity Life 

M. D. Dansky has been appointed 
general agent of Maine Fidelity at 
New London, Conn. He formerly was 
with Mutual Benefit H.&A. 


John Hancock 


John Schlegel has been promoted 
from manager to general manager of 
the Dearborn group office. He is re- 
sponsible for the over-all operation of 
the office, which handles the admin- 
istration and claim payments under 


the Ford group plans. William H. Hauk 
has been promoted to manager-claims. 
He has been assistant manager. Harold 
C. Kieemann has been promoted to 
manager-administration. He has been 
manager of the group issue division at 
the home office since 1951. 


Northwestern Life 


The Alan E. Carey agency of East 
Palo Alto, Cal. has been appointed 
general agent for Northwestern Life. 
Previously Mr. Carey had been an 
agent for Prudential. 











You, with an eye to the 
future, should know we 
handle life insurance at 
competitive rates... 
over a billion dollars 
worth, in fact. 


But more important 
...we maintain life and 
flexibility in our busi- 
ness relationships — 
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always attuned to the 
needs of our agents 
and brokers. 








So it’s a billion today 
...and two billion 
tomorrow ...a goal 
made easy by insur- 
ance men who sell, 
with pride, the old- 
est legal reserve 
stock life company 
in America. 








BILLION 
DOLLARS 


of life insurance in force 


...and growing stronger 


LIFE + GROUP . 


ACCIDENT & HEALTH 
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RECORDS 


Pacific Mutual in ‘56 
Achieves New Highs 
in Many Categories 


Pacific Mutual Life reports that 1956 
saw the highest rate of net earnings on 
invested assets in recent years. The 
rate after federal taxes was 3.61%, and 
before taxes stood at 3.86%. Corres- 
ponding figures for 1955 were 3.38% 
and 3.70%. 

The company’s 1956 report, released 
recently, disclosed new highs in almost 
every category of activity. Pacific Mu- 
tual policyholders and their benefici- 
aries received the largest amount in 
any year thus far—$67,529,124 in 1956 
as compared to $60,613,542 in 1955. Of 
the total, 79% went to living policy- 
holders. 

Assets climbed to a new high of 
$556,116,106 exceeding liabilities by 
$28,220,609. The latter figure is the 
amount of combined capital, surplus 








and investment reserves. In addition 
to these surplus funds, there is a man- 
datory security valuation reserve to- 
taling $4,860,929. 

Mortgage loans increased during the 
year by $32 million and at year’s end 
accounted for just under 48% of total 
assets. The new figure, highest in the 
company’s history, is $266,173,716. Se- 
curities investments, down $7,800,000 
from last year because of emphasis on 
mortgage loans, aggregate $208,743,497, 
or 38% of total assets. 

Investment real estate is up nearly 
$3.5 million for a new high total of 
$20,820,858, representing 3.7% of total 
assets. 

Life insurance in force increased to a 
high of $2,333,455,751, as compared 
with 1955’s $2,047,557,694. Health in- 
surance of all kinds brought in pre- 
miums totaling $39,777,851, a new 
record, and $3,635,095 more than 1955. 
Total premium income was $92,612,088. 
Mortality experience was described as 
“the most favorable in many years.” 


Nashem agency, New York. was in second 
place among Mutual Benefit Life general agen- 
cies in the first quarter with $3,777,000 in 
sales. 


Our SOM Hpnivesay Yau 








Iran 18G7 when the horse and buggy was a 
common sight, Equitable Life Insurance Company of 
Iowa opened its first Home Office. At that time, sales 
aids for its agents were also in the “horse-and-buggy” 
stage, and usually consisted merely of a rate book. 


TODAY Equitable Life of Iowa provides a 
wealth of streamlined sales helps, including a kit 
on retirement income. This kit, complete with a 







phonograph training record, contains all the 
materials needed to make a convincing 
retirement income presentation. 


LIFE INSURANCE COMPANY OF IOWA 









FOUNDED IN 1867 IN DES MOINES 


premium production, 








sales campaign during March, agents sold $4,630,600 of business. The Wayn 
Lewis general agency of Columbus, O. was the leading agency with $458,9} 
paid-for and the leading personal producer was William I. Buppert III of Wash. 


ington D. C. with $143,000. 








Frank L. Barng, 
Ist vice-presidey 
of Ohio State Life, 
accepts a memok 
case from Ho 
W. Kraft, 
president and 
rector of agencies 
while Presidey 
Frederick E. Jong 
looks on. The cay 
along with a brief. 
case was presente 
on behalf of th 
company fie 
force in honor of 
Mr. Barnes’ 25th 
anniversary with 
the company. hh 
the anniversary 












NW Mutual Sales Set 
Record in Ist Quarter 


During the first quarter of 1957 
Northwestern Mutual Life had record 
sales of $192.6 million and earned an 
average interest rate on new invest- 
ments of 4.8%. Insurance in force 
reached $8,535,112,600, an all-time 
high. 

Sales in the first quarter were 12% 
above the previous record high for the 
same period in 1956. March sales 
were 18% above those for the same 
month last year. 

New investments acquired in the 
first three months of 1957 included 
$57,384,000 in new mortgage loans, at 
an average yield of 5.07%, and $44,160,- 
000 in new securities, at an average 
yield of 4.45%. 

“Interest rates are continuing firm 
beyond this first quarter period,” 
stated Edmund Fitzgerald, president of 
Northwestern Mutual. “New invest- 
ments are now being approved here 
for future closing are showing still 
higher interest rates than new invest- 
ments now being closed.” 


Total income in the first quarter 
was $147.4 million, a 6.7% advance over 
the same period of 1956. Assets stood 
at $3.6 billion on March 31, 4.8% above 
that time last year. 

A new record was set in the aver- 
age size of Northwestern Mutual pol- 
icies issued during one month. In 
March, the average size of newly-issued 
policies was $10,428. The average new 
policy issued during the 1957 three- 
month period was $9,753, compared to 
$9,141 in the first quarter of 1956. 

“Two new areas recently entered by 
Northwestern Mutual—classified in- 
surance and Quantity Earned Savings, 
contributed substantially to the com- 
pany’s highly satisfactory sales exper- 
ience this quarter,” President Fitz- 
gerald said. 

Total benefits paid to policyholders 
and beneficiaries in the first quarter of 
1957 were $62,849,217—10.8% above 
last year’s benefit payments in the 
same period. The total included record 
dividends paid of $16,538,274, which 
was an increase of 7.4% over January- 
March dividends in 1956. 


Top 100 Occidental Agents 
Average $1 Million Each 


For the second straight year, the av- 
erage paid life volume for Occidental 
Life of California’s 100 leading agents 
exceeded the $1 million mark. The 
1956 average volume was nearly $177,- 
000 above the 1955 average. 

Paul Kryski, general agent at Cal- 
gary, Alta., led the field in production 
with $3,380,975. Fifty-seven Occidental 
men sold over $1 million. Herbert N. 
Howard of Los Angeles ranked first in 
and Kenneth 


Hunt of the Spokane branch led ip 
A&sS production. 


COLONIAL LIFE—Fred E. Hard. 
ing, manager at New Kensington, Pa, 
since June, has been named 1956 man. 
ager of the year. He received a plaque 
from President Richard B. Evans at 
the annual dinner for managers 3t 
Savoy-Plaza hotel, New York. Offered 
in annual competition to combination 
managers, the award is made for meri- 
torious performance in new sales, re- 
cruiting, training, conservation, quali- 
fication of agents for company honor 
clubs, convention credits and national 
quality award 


MASSACHUSETTS MUTUAL—Or.- 
dinary life sales in the first quarter 
totaled $200 million, setting a new rec- 
ord for any 3-month period. January 
sales of $82 million were the largest of 
any single month. Insurance in force 
rose to $5.5 billion. Last year, 108 of the 
company’s 1,291 full time agents pro- 
duced more than $1 million of ordinary 
each. 


The Wood agency of Lincoln National Life in 
Chicago led all agencies of the company in 
March and placed second nationwide during 
the first quarter of this year. The agency's 
new paid business exceeded $4 million for the 
quarter with an average size policy of $10, 
034, and an average premium- of $29.93 per 
thousand. 
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Ralph E. Kiplinger, left, president of 
Guarantee Mutual Life. receives con- 
gratulations from J. D. Anderson, 
agency vice-president, at the conclu- 
sion of the company’s $10.8 million 
“president’s month” sales campaign 
during March. The campaign recorded 
the largest volume of business pro- 
duced in any month since the company 
was founded 56 years ago and was $4 
million more than the campaign pro- 
duced last year. The Woodrow Man 
agency of Little Rock led all agencies 
in volume while Jack McCaleb of the 
Carroll C. Preston agency of San Al- 
tonio was the leading producer with 
sales totaling $250,000. 
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We're a fast-growing company at Old 
Line Life . . . headed by aggressive, 
experienced men . . . and we have 
tremendous opportunities for qualified 
agents who can move right up with us. 
You'll find our company background, 
our policies, and our agency contracts 
give you everything you want for mod- 
ern, competitive selling. For full details 
write F. D. Guynn, VP and Director 
of Agencies, Dept. NU-4. 


in California, Florida, Illinois, Indiana, 
lowa, Michigan, Minnesota, Ohio, South 
Dakota, Wisconsin. 


INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 
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ASSOCIATIONS 


Portland Sales Congress 


Draws Turnout of 600 

PORTLAND, ORE.—The outlook for 
general business is good, and for life 
insurance business terrific, according 
to A. Jack Nussbaum, president of 
National Assn. of Life Underwriters, 
who addressed the 25th annual Ore- 
gon-Columbia sales congress in Port- 
land, sponsored by Portland Life Un- 
derwriters Assn. 

“Paying a premium on life insur- 
ance is just like taking your money 
out of one pocket and putting it in 
another. You aren’t out anything be- 
cause it is still yours. In addition, you 
are creating an estate,” Mr. Nussbaum 
said. 

Addressing some 600 life agents 
from all sections of the Pacific north- 
west, Mr. Nussbaum repeated his pre- 
diction that in another decade there 
will be close to $1 trillion of life 
insurance in force. 

Importance of business insurance 
and protecting a closely held company 
from disaster in case of death of one 
of the key owners was outlined by 
William D. Davidson, Equitable So- 
ciety, Chicago. 

Robert E. Shay, vice-president and 
agency director of Bankers Life of 
Iowa, another of the top speakers who 
addressed the sales congress, discussed 
sales techniques. He emphasized the 
importance of making the prospect 
feel at ease and willing to listen to 
the agent’s presentation. 

Robert L. McMillion, manager at 
Abilene for Business Men’s Assurance 
and president of Texas Assn. of Life 
Underwriters, discussed the proper 
procedure for doing a good public re- 
lations job with the policyholders. 
Another speaker was the Rev. William 
Hills, Victoria, B. C. 








Iowa Lines Up Top Notch 
Speakers for Annual 


Sales Congress May 11 


DES MOINES—The Iowa _ State 
Assn. of Life Underwriters will hold its 
annual meeting and ninth annual sales 
congress in Des Moines at Hotel Savery 
May 10-11. 

The annual meeting will be held on 
Friday and the sales congress on Sat- 
urday. 

General chairman for the 1957 meet- 
ing and congress is Charles A. Holman, 
Des Moines manager for Connecticut 
General Life. 

Speakers for the sales congress in- 
clude James E. Rutherford, vice-pres- 
ident in charge of Prudential’s Chicago 
regional home office; Arthur E. Priebe, 
Penn Mutual, Rockford, Ill.; Robert 
Sherrick, Prudential, St. Paul; Elmer 
Nicholson, superintendent of agencies 
for Connecticut General Life, and Dave 
Livingston, Washington, Ia., farmer 
and humorist. 





Baltimore-District of Columbia 
Sales Congress Aitracts 700 

The annual sales congress sponsored 
by Baltimore and District of Columbia 
Assns. of Life Underwriters was at- 
tended by 700 in Lord Baltimore ho- 
tel, Baltimore. 

Speakers were E. Price Ripley, Na- 
tional Life of Vermont, Roanoke; C. S. 
Oshner, who operates a brokerage bus- 
iness at Columbus, O.; William G. 
Samanchik, Home Life, Paterson, N. J.; 
Arnold Domenitz, New York Life, New 
York, and Lester O. Schriver, manag- 
ing director of NALU. Robert C. Clark, 
Home Life, Baltimore, was general 
chairman. 


Bob Rose tells you about opportunity with Occidental 


“Put yourself in 
Occidental’s 


“The chance to build my own 
agency in a new area of opera- 
tion—that’s the opportunity Occi- 
dental gave me,” says Florida 
manager Robert L. Rose. “With 
a solid product like our new non- 
cancellable disability contract and 
the full support of a cooperative 
home office team, I’m happy to 
be in the Occidental management 


picture.” 


In a year’s time, Bob Rose has 

of the leading Occidental agencies at Fo 
There’s management opportunity in a 
Alabama, Georgia, Mississippi, D.C., % 
Write ’Cou Browne, Vice President. 
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more than we paid for in 1951... 
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Gust thought you would Uihe to loses... 


Chicago, September 4, 5, 6, 1957 will be a tribute to our 50 years of growth. . 


greater! 


GOLDEN 


JUBILEE 


The GOLDEN ANNIVERSARY JUBILEE to be celebrated at the Edgewater Beach Hotel in 


- and to 


our all time record of more than 60,000,000 Life volume paid for in 1956. This is 260% 


and our Accident and Health growth has been even 


NORTH AMERICAN LIFE  cguiteys 


fasuance Company OF CHICAGO 


CHICAGO 3, ILLINOIS 


NORTH AMERICAN BUILDING 
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Life Insurance « Complete line of Accident & Health Contracts 
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FOR A BRIGHTER TOMORROW... 


yruw with 


SHENANDOAH 





For the well qualified und 
opportunity is REAL in our 
rapidly expanding Agency operati 
We offer a definite plan for 
advancement in a fast growing, 
progressive company, plus . . . 


A new and modern contract; 
a liberal financing plan; a 
bonus on paid business for 
NQA winners and for those 

. receiving CLU designations. 
For details, 


Write G. Frank Clement, Vice President 
in Charge of Agencies 





Shenandoah Life 
Draurance Company 


Home Office « Roanoke, Virginia 
A MUTUAL LIFE INSURANCE COMPANY OWNED BY AND OPERATED FOR ITS POLICYHOLDERS 








































DON’T JUMP HERMAN! 


There's still time to check on the 


NEW GENERAL AGENCY OPPORTUNITIES 
with the 


Republic National Life Insurance Company 


Top Commissions e Vested Renewals 
Complete Line of Life and Accident and Health 
Group e Sub-Standard e Pension Trust 
Franchise e Guaranteed Issue 


Write James W. Galloway, Associate Director of Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


3988 NORTH CENTRAL EXPRESSWAY e DALLAS, TEXAS 





MORE THAN A BILLION LIFE INSURANCE IN FORCE 


GA Says Life Sales 
Boomed as Agents 
Started Selling A&S 


A manager whose agency last year 
paid for $11 million of life insurance 
said he feels his life sales have in- 
creased tremendously because his 
agents also sell A&S. 

Speaking to nearly 200 home office 
men attending LIAMA’s recent acci- 
dent & sickness meeting in Chicago, 
John P. Meehan, Mutual of New York 
manager in Boston, presented five ma- 
jor advantages he finds in his agency 
to selling both coverages. 

With A&S as well as life, he said, it 
is easier to: (1) Recruit new agents 
(2) get them into early production, 
(3) finance them, (4) get them out of 
a slump, and (5) build and maintain 
their morale. 

Mr. Meehan integrates the two cov- 
erages from the opening interview he 
has with a prospective agent. In that 
interview he talks about the needs for 
both A&S and life because he feels “a 
man can better see the great oppor- 
tunities of this business if he is given 
a picture of all lines.” : 

Early in his career the new agent is 
expected to buy his own A&S§ policy, 
as well as some life insurance. “This 
enables him to speak with conviction 
when he goes to sell other people,” Mr. 
Meehan said. 

“Most new men need something to 
keep them going during the first 
couple of years,” Mr. Meehan said, 
“and we find that A&S, which is rel- 
atively easy to sell, does just this.” 

He explained how he uses A&S to 
“catapult new men into the business 
insurance market in the early stages 
of their careers.” The A&S approach, 
he said, will get a new man in to see 
businessmen whom they would have 
difficulty seeing in any other way. 


On financing, Mr. Meehan said he 
would “hate to try to carry very many 
men at today’s current level of about 
$500 a month if they were going to sell 
life only.”’ But with A&S added, men 
can get into production early and the 
financing problem becomes easier for 
everyone concerned, he observed. 

Mr. Meehan emphasized the “great 
morale that stems from making a sale 
—any kind of a sale—and an A&S 
sale can be made almost every day by 
almost any agent.” 

He pointed this up: ““‘By having A&S 
to sell, too, we eliminate the great 
danger faced by the man who sells 
life only—that he will go for a long pe- 
riod without making a sale and that 
his morale will hit rock-bottom as a 
result.” 

As an illustration, he told about one 
man in his agency who last year had 
personally paid 100 claims. “This 
man’s morale is high because he has 
made frequent sales and he has the 
opportunity to see his product in ac- 
tion. Nobody can touch his prospects!” 

“When a man hits a slump we help 
him to concentrate on A&S for a short 
period and get him back in the habit 
of making sales,” Mr. Meehan said. 

One of the reasons A&S can be sold 
more easily than life, in Mr. Meehan’s 
opinion, is that the former appeals 
to a man on the basis of greed while 
the latter appeals to “the prospect’s 
nobler virtues.” He feels A&S makes 
it easier to begin motivating right in 
the approach, in contrast to the more 
usually delayed motivation in life in- 
surance. 

He recalled the circumstances under 
which A&S was introduced to his 


agency. “We held a big meeting ,_ 
learned all the clauses and definition; 
and became, we thought, very con. 
petent technically in this new cove. 
age. But when we went out to call 
people, we didn’t make sales.” 

He said the trouble was that “% 
had become so involved in the techyj. 
cal aspects, we had overlooked th 
most important part—how we cou} 
best motivate men and close sala 
After we did some work on this aspegt 
then we began to get results.” 

Has the addition of A&S hurt lit 
sales? 

Emphatically no, Mr. Meehan saig 
He feels that A&S has “kept men jy 
the business so that they could late 
on sell a great deal of life insurance’ 

He pointed out that A&S and lit 
together make a good living for th 
average agent—the man who is not; 
million dollar producer. 

He recalled the year 1949 when lk 
came into the business. “The $250,00) 
man of that year is today a $500.00) 
man—and in many cases, the reason js 
that he is now selling both life an 
A&S where he may have started with 
life only.” 





Two Ala. Companies Plan Merge 


Directors of Southern United ¢ 
Montgomery and Union National Life 
of Jasper, Ala., have approved a mers. 
er, subject to ratification by stockhold. 
ers, the insurance department and the 
securities commission. 

The merger will increase Southem 
United’s insurance in force from $1) 
million to $42 million and its assets 
from $3 million to $4,250,000. President 
Roland Short of Union National wil 
become a vice-president of Southem 
United, which is headed by William 
Jennings. 





Reserves Seats for Card Opener 
General American Life again re 
served seats at Busch stadium fo 
home office employes at the opening 
home game of the St. Louis Cardinals. 
Employes bought the reserved seat 
tickets for themselves at half-price. 





MANAGEMENT 
CONSULTANTS: 











O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 

















BOWLES, ANDREWS & TOWNE 
ACTUARIES 
lasurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 











N. Madison Cartmell 
and Associates 
(Successors to Harold C. Pennicke) 
Consultants to 
Insurance Company Managements 
159 East 49th S?. New York 17, N. Y. 











sgervice Guides 

















ACTUARIAL COMPUTING 


684 West Peachtree 
Street, N. W., Atlanta 8, 
Georgia, Telephone 
TRinity 5-6727. 








April 26, 199 
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HOME OFFICE CHANGES 








Shenandoah Life 

Robert B. Hobbs, executive vice- 
president of First National Bank of 
Baltimore, and Edwin Hyde, president 
and director of Miller & Rhoads, Inc., 
a Richmond store, have been elected 
directors. They succeed John R. Gard- 
ner and Edwin C. Lynch, who have 
resigned: from Shenandoah’s board. 

George E. James : 
Jr. has been ap- 
pointed super- 
intendent : of 
agencies. He join- 
ed Shenandoah 
Life at Roanoke 
in 1949 and was 
named assist- 
ant manager in 
1952. He has been 
assistant superin- 
tendent of agen- 
cies since last year. 





G. E. James Jr. 


American United 


Four members of the agency de- 
partment have been promoted by 
American United Life. 

Max Hittle has been named a super- 
intendent of agencies and will have 
supervisory responsibility for one- 
third of the company’s agencies. He 
joined the home office at Indianapolis 
in 1954 and has been an assistant su- 
perintendent. ; 

Brady Minnis, a'so a former ass’st- 
ant superintendent, has been ap- 
pointed superintendent of agencies 1n 
charge of Indiana development. He 
has been with the company two years 
and in insurance for 25 years. 

W. Harold Petersen has become su- 
perintendent of agencies in charge of 
A&S sales. Joining American United 
in 1956, he has been instrumental in 
expanding the company’s A&S pro- 


ram. 
' Jack Bailey has been named manag- 
er of agency publications, after serving 
as advertising assistant for the past 
three years. He succeeds Emil C. Rass- 
mann, who has assumed editorial and 
printing duties in the secretary’s de- 
partment of the company. 


Maine Fidelity Life 

Raymond W. Hillman has_ been 
elected vice-president and Leslie A. 
Higgins assistant secretary. Raymond 
A. Duval has been promoted to cashier. 
Mr. Hillman was formerly in the un- 
derwriting department of New England 
Life and has headed Maine Fidelity’s 
underwriting department since the 
company was founded. Mr. Higgins 
was formerly with Phoenix Mutual and 
joined Maine Fidelity a year ago. Mr. 
Duval joined the accounting depart- 
ment last year. 


Lincoln National Life 

Dr. John W. Barch has been appoint- 
ed to the medical department of Lin- 
coln National Life. He has been in 
ga practice in Fort Wayne since 


Midland Mutual Life 


John Watson of the policy records 
division has been advanced to manager 
of policy issue to succeed Edwin Wat- 

ns, who has been promoted to the 
underwriting division. Mr. Watson 


joined Midland Mutual in 1953 in the 
actuarial department. Mr. Watkins has 
€n with the company since 1954 and 


was in the policyowners’ service divi- 
sion before his appointment to manag- 
er of policy issue in 1956. 


First National Life 


First National Life, which recently 
moved its home office from Omaha to 
Lincoln, Neb., and merged there with 
Public Life, has named Walter I. Black 
as executive vice-president. Mr. Black 
previously was manager at Lincoln for 
Union Central Life. He is a past presi- 
dent of Nebraska State Assn. of Life 
Underwriters. 


Continental Assurance 


William P. Montgomery has been 
named account executive of the group 


> sales and service department by Con- 


tinental Assurance with territory in- 
cluding North Carolina, northern Flor- 
ida, Georgia, Alabama, Mississippi, and 
Tennessee. In the life field since 1947, 
Mr. Montgomery became a group in- 
surance specialist in 1951. 


Bankers Security Life 

Edward S. Grandin III has been ap- 
pointed director of the A&S depart- 
ment. Before joining Bankers Security 
Life, he was superintendent of the A&S 
department of Sun Office for six years. 
He entered the business 20 years ago 
as an A&S underwriter of United States 
Casualty, and later was with Royal 
Indemnity, Continental Casualty and 
U.S.F.&G. 


Paul Revere 

William R. Emery has been named 
manager of life insurance sales to 
succeed Paul E. 
Dewey, who re- 
signed to become 
general agent at 
Seattle. Mr. Emery 
will supervise Paul 
Revere’s life sales 
on a national bas- 
is and help devel- 
op life sales and 
training aids. He 
entered the busi- 
ness at Boston in 
1947 and has been 
district manager of 
Equitable Society 
for seven years. 


Great Southern Life 


Walter S. Dewar of Louisville has 
been named assistant actuary for 
Great Southern Life. He entered in- 
surance with Sovereign Life in 1937 
and after service in the Canadian 
army, joined Commonwealth Life in 
1949. He as appointed assistant actu- 
ary with that company in 1952. 


Citizens Life 


John A. Solomon has been elected 
vice-president in charge of organiza- 
tion and development. He also will act 
as chief underwriter and _ supervise 
other home _ office administrative 
phases of Citizens Life’s ordinary op- 
eration. He has been manager of the 
ordinary department of Mount Vernon 
Life. He entered the business with the 
actuarial department of United States 
Life in 1946. 


Occidental Life of Cal. 


James M. Wagstaff has been named 
assistant to the director of school group 
sales for Occidental Life of California. 
Prior to moving to the home office, 
he was group sales representative at 
the Richmond (Va.) group office. 
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William R. Emery 





CENTRAL ASSURANCE COMPANY 


COLUMBUS 5, 





ACCIDENT & HEALTH 


John D. Shafer, President 
Write for complete information on our 


, LIFE AND HOSPITALIZATION PLANS 


lou Ene) 












lf Your Answer Is UES 
to the Following Questions... 


1. Would you like to be a member of a sales 
force whose average producer is earning 
at the rate of $18,750 per year? 


2. Would you like to be associated with a 
brand new insurance company which will 
exceed its goal of $25,000,000 individual 
life insurance in force at the end of its 
first twelve months of operation—whose 
Board of Directors, known and respected 
throughout the South, create sales. 


3. Would you like leads furnished to you by 
the Home Office—leads secured through 
an aggressive advertising program—leads 
that have resulted in sales in the majority 
of instances? 


4. Are you willing to work? 


Thou You Belong with.... 








One of the Fastest Growing New Companies in the 
Country—offering opportunities far exceeding the 
most optimistic expectations of sales personnel. 


Address all inquiries to: Mark Goode 
Executive Vice-President 
Bunkie, Louisiana 






























FOUND YOUR RIGHT PLACE YET? 
.e IF NOT,; LOOK TO... 


the Company 


with the 


gency Heart! 


UNPARALLELED AGENCY 

FRANCHISES AVAILABLE: 
Indiana, Illinois, Kentucky, Ohio, 
Pennsylvania, Michigan, Arizona, 
Minnesota, Virginia and West Virginia 


COMPLETE COVERAGE: 
Life Specials, Par and Non Par 
Commercial and Non-Can A&S and 
Hospitalization . . . Group and Pensions 
One of the Nation's Fastest Growing Companies, 
with Competitive Rates, Top Commissions, and Prompt Underwriting 







Inquiries to: JOHN R. RAY, Agency Vice-President 


i. 
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E. KIRK McKINNEY, President 


JEFFSRSON NATIONAL 
ile 


MPIMHEE’ OMYfMNY- 
INDIANAPOLIS, INDIANA 
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NALC to Discuss Agency 


Promotion, Investing, 
New Mortality Tables 


National Assn. 


Hotel Marott, Indianapolis April 29-30, 
with NALC President Pierce P. Brooks, 
founder of National Bankers of Texas, 
presiding on the first day and NALC 
Chairman Ellis Arnall, president of 
Columbus National Life of Georgia, on 
the second day. 

On April 29, Vaughn V. Moore, head 
of American Home of Iowa, Security 


of Life Companies 
will hold its annual convention at the 


National and Great Republic of Mis- 
souri and Northern Security Life of 
Illinois, will conduct a round table on 
agency promotion; Rufus D. Hays, 
Louisiana commissioner, will address 
the group; John Wilkins, president of 
Citizens National of Indiana, and Jef- 
ferson Davis Henry, vice-president of 
Guaranty Savings Life of Alabama, 
will moderate panels on investment 
problems of life companies and the 
new mortality tables, respectively. 

Joseph J. O’Connell, director of 
Western & Southern Life of Ohio, will 
speak on April 30. 





training and managing salesmen, 


retirement plan. 


WE ARE LOOKING FOR A 


TOP LIFE INSURANCE EXECUTIVE 


Newly formed life insurance company, capital and surplus $700,000.00, 
annual net income $80,000.00, desires to employ capable, experi- 
enced life insurance chief executive with proven ability in selecting, 


pany operation and development. Top salary and bonus. This com- 
pany is owned by the stockholders of a large, successful commercial 
business, operating statewide in Texas since 1874. Operating head- 
quarters can be in either Dallas, Houston or San Antonio. Capital 
stock will be available for a generous employee profit sharing and 


to take complete charge of com- 





| $100 REWARD 


will be paid for information leading to hiring of this manager. 
Write us about any friend who can fill this position. 








Replies confidential if requested. 
WRITE RUSSELL C. HILL, President 
P. O. BOX 228, SAN ANTONIO, TEXAS 
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COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 








CHASE CONOVER & CO. 


Consulting Actuaries 


Insurance Accountants 





























Sas Frascisco ‘Denver -—Los. Angeles on 6 io oe, ee om 

GA.-VA.-N.Y. IOWA : 
BOWLES, ANDREWS & TOWNE]! || TAYIOR AND TAYIOR 
ACTUARIES 


Insurance Company 
Management Consultants 
RICHMOND 





ATLANTA NEW YORK 








CONSULTING ACTUARIAL AND 
IBM STATISTICAL SERVICE 


814 American Bidg. 


Home Office Ceder Rapide, lowe 























GEORGIA & 
MICHIGAN 


INDIANA & 
NEBRASKA 











ALVIN BORCHARDT & COMPANY 


CONSULTING ACTBARIES 
= AND = 
INSURANCE ACCOUNTANTS 
3501 CADILLAC TOWER DETROIT 26, MICH. 
1106 WILLIAM OLIVER BLDG. ATLANTA, GA. 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Omaha 


s aieenieienemimie 
———————— 





Indianapolis 











ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 




















NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 


116 John Street, New York, N. Y. 





























Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.A.I.A. Irma Kramer 


M. Wolfman, F.S.A. Wm. P. Kelly 
N A. Moscovitch, F.S.A. D. W. Sneed 
A. E. Selwood 


FRanklin 2-4020 














PENNSYLVANIA 
Actuaries 


Consultin 
ccountants 


E. P. HIGGINS AND 
COMPANY 


(Frank M. Speakman Associates) 
Eugene P. Higgins Bourse Building 
Clayton Williams Philadelphia 6, Pa. 




















New York Su pervisors 
to Give Annual Award 
to Outstanding Member 


Past presidents of New York City 
Life Supervisors’ Assn. have estab- 
lished a “supervisor of the year” 
award which will be given annually 
to an outstanding member. 

The first award, an engraved plaque 
donated by the past presidents, prob- 
ably will be presented at the annual 
outing June 3 at Dellwood Country 
club, New City, N. Y. 

It will be given to an active super- 
visor who has been an association 
member in good standing for at least 








Cal.-Western Life Passes 
$1.5 Billion Mark 


California-Western States Life closed 
the first quarter of 1957 by achieving 
the $1.5 billion mark of life insurance 
in force, approximately 58% of which 
is in ordinary business and 42% in 
group. 

“It took Cal-Western Life approxi- 
mately 38 years—from its founding in 
1910 to December, 1948—to reach the 
$500 million mark of life insurance in 
force,” Robert E. Murphy, president, 
said. “In September, 1954, approxi- 
mately six years later, we achieved the 
$1 billion mark and it took us only 2% 
additional years, or until March 31, 
1957, to reach $1.5 billion.” 

Mr. Murphy attributed the rapid 
population growth and business expan- 
sion of the west, coupled with his own 
company’s expansion program, as the 
two major contributing factors to Cal- 
Western Life’s steadily increasing rate 
of growth. 

In reviewing Cal-Western’s growth, 
which has seen the company double in 
size during the past five years, Mr. 
Murphy paid tribute to Leland C. Tall- 
man, vice-president and manager of 
agencies, and Neil E. Simpson, vice- 
president and superintendent of group 
sales. Most of Cal-Western Life’s sales 
are centered in the 11 western states, 
plus Hawaii. 





Manhattan Liberalizes 
Family Term Rider 


Insurance on the wife under Man- 
hattan Life’s family term rider may 
now be up to $50,000, or one half the 
amount insured on the husband by the 
basic policy, whichever is the lesser. 
The former limit on the wife was 
$5,000. 

The rider can be attached to most 
Manhattan policies, past or current is- 
sue. In addition to coverage on the 
wife, each child may be insured for 
$1,000 or $500. Each infant is automat- 
ically insured, 15 days after date of 
birth, with no increase in the premium. 





Travelers Holds Agents’ Seminars 

Travelers held a 3-day estate plan- 
ning seminar at the home office for 
selected agents from Hartford, New 
Haven, Bridgeport, Springfield and 
Worcester. 

The seminar, presented by the spec- 
ial services division of the agency de- 
partment, covered federal taxation of 
life insurance and annuities, the mari- 
tal deduction, trusts as estate planning 
tools, methods of financing life insur- 
ance, planning the business interest 
and a summary session on general as- 
pects of estate planning. 


Twin Cities Phone Book Published 


The Minneapolis-St. Paul Insurance 
Telephone Directory has just been pub- 
lished by the National Underwriter Co. 
Copies may be obtained for $1 each 
from the National Underwriter Co., 
420 East Fourth street, Cincinnati 2, 
Ohio. . 





one year. Qualifications to be consig. 
ered for selection include stability ang 
success in the job, production, com. 
munity endeavors and business actiy. 
ities, such as membership in associa. 
tions and enrollment in insurance 
courses. Past presidents and current 
officers will be ineligible. 

Each active member has been askeq 
to recommend a candidate for the 
award. But this is not an election, 
The names submitted will be used to 
help the special awards committee 
make a selection. 

The committee consists of nine past 
presidents, three serving for three 
years, three for two years and three 
for one year. This year’s committee 
members are Robert I. Curran Jr., as. 
sociate general agent of Massachusetts 
Mutual; Wheeler H. King, general 
agent of New England Life; James F 
MacGrath Jr., general agent of Uniteq 
States Life; Joseph Orshan, unit man. 
ager of Equitable Society; Arnold Sie. 
gal, general agent of Union Mutual; 
William G. Smerling, manager of Con- 
necticut General; Harry C. Ard, broker- 
age supervisor of Connecticut General; 
Frank McCaffrey, brokerage supervisor 
of John Hancock, and Stanley M. Wei- 
land, retired brokerage supervisor of 
Aetna, an honorary member. 

In a letter asking the 250 members 
to submit names, Mr Curran said the 
award can increase a_ supervisor's 
prestige, encourage others and help 
sustain the past presidents’ interest in 
the organization. 





GAs Can Influence 


Climate for Sales: Schaatf 


(CONTINUED FROM PAGE 5) 
New York since 1925, was elected pres- 
ident of the association to succeed 
Kenney E. Williamson, Peoria. Also 
elected were E. Leo Smith, Indianapo- 
lis, vice-president, and Robert L. 
Woods, Los Angeles, secretary. 

The association presented a _ hall 
clock to President Leland J. Kalmbach. 
Mr. Williamson, who made the presen- 
tation, said the general agents wanted 
to express the field force’s apprecia- 
tion to Mr. Kalmbach for the progress 
the company has made since he be- 
came vice-president in 1948 and pres- 
ident in 1950. 

The Los Angeles agency headed by 
John W. Yates and Mr. Woods repeated 
its achievement of a year ago by again 
winning the president’s trophy. Mr. 
Kalmbach made the presentation. 

The agency won the award for its 
performance in all areas of operation 
in 1956. It led in production by selling 
a record $39 million of ordinary. 
Twelve agents sold $1 million or more. 
Other top agencies were Grimmett at 
Rochester, N. Y., Reuling & William- 
son at Peoria, Woods & Tussey at St. 
Louis and Mendel at Savannah. 

Panels were held on district manag- 
ers’ operations, the pre-authorized 
check plan, home office underwriting, 
training and sales. 





Huebner Completes Lecture Tour 


Solomon S. Huebner, president emer- 
itus of American College, recently 
completed a 31-day, 15,000-mile lec- 
ture tour which took him and Mrs. 
Huebner to Chicago, Dallas, Denver, 
Phoenix, Los Angeles, San Francisco, 
Oakland, Seattle and Honolulu. 

Mr. Huebner made 22 talks before 
insurance groups and other organiza- 
tions which acted as his hosts 
many cases. This was one of his period- 
ic trips in behalf of agents and the 
CLU program. The variable annuity 
was a prominent topic of conversation, 
he reported. 
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High Court Upholds Revocation of License 


(CONTINUED FROM PAGE 2) 





a 
department, Dorfman did not appear 
put his attorney did. 

The department also charged Dorf- 
man with violating a section of the law 
which imposes upon agencies the obli- 
gation of aiding examiners in conduct- 
ing examinations of insurers. The de- 
partment concluded that “An agent 
licensed by this department who re- 
fuses its examiners access to its books 
and records thereby thwarts any at- 


tempt to supervise him or to inquire 
into his conduct as an insurance agent. 
Such a situation is intolerable.” 

To Dorfman’s argument that he 
could find no reported case where li- 
cense had been revoked for failure to 
furnish financial information, the state 
replied that this was of no relevance. 
It added, “We know of no instance 
where such an agent of an insurer had 
the effrontery to steadfastly refuse to 
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to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
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Life Insurance 


HOME OFFICE 
CHIEF EXECUTIVE OFFICER 


New, well-financed California Life Insurance Company requires man 
capable of functioning as Chief Executive Officer. This represents an 
outstanding opportunity for the right man. 


Candidates must have substantial top-management experience in a 
Life Company home office. Salary commensurate with experience. 
Our executive staff knows of this advertisement. 

Please submit resume of background to Box U-3, c/o The National 
Underwriter Company, 175 West Jackson Blvd., Chicago 4, Illinois. 


All replies will be held in strict confidence. 








IT’S. WONDERFUL: 
"10 LIVE 
IN ARIZONA 


| 
| 
| 
| 
| 
| 
| Opening for home office un- 
lderwriter or executive with | 
| home office experience, to fill | 
| newly created position. 


| This is an established, rapidly | 
| expanding Life and A & H com- | 
|Pany, operating on a sound 
| financial basis. 


| Relocate, make your home in 
| Arizona. It’s a fine place to 


ba? . 
j aise a family. 


| Please answer, giving age, ed- 
|ucation, and experience, to 
| George E. Richardson, Presi- 
| dent, Hospital Benefit Assur- 
; ance, Drawer 1272, Phoenix, 
| Arizona. Replies confidential. | 





LIFE 
UNDERWRITER 


This rapidly-growing young company has 
a vacancy for a man with three years or 
more home office underwriting experience. 
This is a career position with significant 
opportunity for advancement. The perma- 
nent location is Washington, D. C. 
Candidates should be in late twenties or 
early thirties, and have college back- 
ground. Salary commensurate with expe- 
rience. 

Please reply in writing to Director of Em- 
ployment, Government Employees Life In- 
surance Company, | 4th & L. Streets, N. W., 
Washington, D. C. 








GENERAL AGENCIES 


Lifetime opportunity open in Madison and 
Green Bay, Wisconsin for men under 45, 
experienced as personal producers and as- 
sistant managers, who have ability to man- 
age an agency. We offer modern contracts 
in life, hospitalization and A & H. Furnish 
full details in first reply which will be 
treated confidentially, to Joseph F. Walsh, 
President, Catholic Knights of Wisconsin, 
716 N. léth Street, Milwaukee, Wisconsin. 


permit examination of its financial rec- 
ords.” It added that the insurance de- 
partment examiners went to Chicago 
to obviate any hardship involved in 
the agency taking the records to New 
York, but paranthetically asserted that 
the superintendent has the right to 
compel the out-of-state licensee to take 
its records to the department. 
e e es 

Dorfman, in his application to the 
Supreme Court for a writ, argued that 
to permit the superintendent to revoke 
an agent’s license for “refusal to sub- 
mit to his unlawful assertions of au- 
thority over their personal and private 
affairs without adequate notice, with- 
out opportunity to defend and without 
a fair and impartial hearing,” consti- 
tutes deprivation of due process and 
an unwarranted invasion of privacy. 
He also contended one question was 
whether the constitution is not violated 
by New York law if it permits the 
superintendent to apply the law “ar- 
bitrarily, unreasonably and capricious- 
ly.” He stated that vouchers were fur- 
nished and that the agency offered to 
produce books and records relating to 
Union Casualty business but not per- 
sonal records and books of the agency 
not so related. 





70 Life Companies Use 
Pre-Authorized Check Plan 


(CONTINUED FROM PAGE 1) 

sales run materially larger than on 
other plans; that it minimizes policy 
lapses, as shown by the fact that 
lapses are fewer than for company 
business as a whole; that policyhold- 
ers’ budgeting problems are reduced 
by eliminating infrequent large pay- 
ments which throw the budget out of 
balance, and that economies are ef- 
fected which result in savings for pol- 
icyholders. 

Use of the plan has been particularly 
wide in the east north central and 
west north central states, with more 
than half the companies using the 
plan being domiciled in these states. 
Some users are located in each of the 
geographic regions, however. 

Of the companies which have been 
using the plan for a year or more, 
two are writing 40 to 45% of their new 
business on it and two-thirds are writ- 
ing 10% or more on it. 

One company reported that four 
years after introducing the plan, 60% 
of its new business was on it. Another 
company said 85% of its sales were on 
the plan. A company wich has been 
using the plan for several years re- 
ported that the average size of policies 
going under the plan was half again 
as large as the average of total sales. 





WANTED TO BUY 
Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P. O. Box 463, 
CHICAGO 90, ILLINOIS. 











FOR SALE—CASH 


Central Michigan general insurance 
agency. Premium volume of $35,000.00. 
Selling to move out of state. Write Box 
T-99, c/o The National Underwriter Co., 
175 West Jackson Blvd., Chicago 4, Ill. 





ACCIDENT and HEALTH EXECUTIVE 
AVAILABLE 
Under age 40; 21 years' Home Office experience 
all phases Commercial awe Special Risks; 
Administration, Advertisin , Sales Promotion, 
Underwriting, Policy Drafting, Rate Promulga- 
tion. Low five-figure salary. Location not im- 
ortant. Address Box T-40, c/o The National 
ee Co., 175 W. Jackson Bivd., Chicago 








WANTED 
JUNIOR DIRECTOR 
Well qualified man or woman around age 35 
fo direct Junior Department of Pennsylvania 
Fraternal Society. Must be of good character 
and intoority Correspondence confidential. Ad- 
dress Box T-61, c/o The National Underwriter 
+ 175 W. Jackson Blvd., Chicago 4, Illinois. 








WANTED — STATE AGENT 


Will give exclusive Sales Management Contract 
to qualified representative for state of Arizona. 
Top « issions and Young but agres- 
sive Life Company. Reply to: T. V. Koontz, 
President, State Security Life Insurance Com- 
pany, 1010 Jackson Street, Anderson, Indiana. 








WANTED 
LIFE INSURANCE AGENT 
Age 27-35, with at least 3 years life insurance 
se ling experience, to head force selling vari- 
able life annuities in Washington, D. C. Please 
reply in writing to: 
The Equity Annuity Life Insurance Company 








2480 léth St., N..W. Washington 9, D. C. 








Natl. Life, Vt., Holds 
Varied Card for 250 at 
President's Club Meet 


Qualifiers for this year’s annual 
meeting of National Life of Vermont 
President’s Club, the top production 
club, totaled 128, up 61. A 7-day 2-part 
conference at Palm Beach was at- 
tended by 250, including agents, gen- 
eral agents, home office executives 
and wives. 

The company introduced its new 
pension contracts at a 2-day pension 
trust seminar which opened the con- 
ference. The second phase of the con- 
ference was devoted to the President’s 
Club program. 

The keynote speaker of the Presi- 
dent’s Club meeting was Prof. A. 
James Casner of Harvard Law school, 
who spoke on legal matters relating to 
life policyholders and beneficiaries. 

Members of a panel which ques- 
tioned him were Edward M. Cavaney, 
Manchester, N. H.; Richard N. Craig, 
Kansas City; Francis T. Fenn, Hart- 
ford, and Karl H. Schmidt, Cleveland. 
Moderator was Kirtland J. Keve, as- 
sistant superintendent of agencies. 

Top honors for the club were won 
by Wallace R. Plapinger, Newark, 
president; Mr. Schmidt, 1st vice-presi- 
dent; Donald C. Ballou, New Canaan, 
2nd vice-president, and Lewis C. Hall, 
Atlanta, secretary. 


The program included panel discus- 
sions on “Getting the First Interview” 
and “Closing Techniques.” The first 
panel was made up of Warren H. Bear- 
den Jr., Atlanta; Ralph M. Bemis, 
Hartford; Warren S. Griffin, Atlanta; 
Paul J. Maloney, Buffalo, and John R. 
Stilb, Phoenix. Moderator was Ward 
Phelps, superintendent of agencies. 
Moderator for the second panel was 
Walter B. Brynn, assistant superin- 
tendent of agencies. Panelists were 
Robert. C. Brand, New Canaan; W. 
Harlow Edwards, Louisville; Bev Ficke, 
Dallas; Richard L. Godine, Baltimore, 
and Howard K. Holladay, Atlanta. 

Other speakers included Jack Fagan, 
Atlanta, who described his technique 
in selling “A Million in Six Months,” 
and Keith W. Loring, also of Atlanta, 
who discussed “Analytical Motivation.” 

Mr. Phelps was toastmaster of the 
fellowship dinner, during which Presi- 
dent Deane C. Davis paid tribute to 
the members of the club. The response 
was delivered by Mr. Plapinger. 

Clyde R. Wehman, agency vice-presi- 
dent, said club members in the last 
12 months have sold $102.5 million, 
which was 40% of the company’s entire 
production. 

A special feature was presentation 
of a meeting of the finance committee 
under the chairmanship of L. Douglas 
Meredith, executive vice-president. It 
was designed to show how the com- 
mittee operates. 

CLU Assn. held its annual luncheon 
meeting with Mr. Schmidt, chapter sec- 
retary, as chairman. Mr. Davis was 
guest speaker. Other officers are Merrill 
W. MacNamee, Chicago, president, and 
Warren F. Shult, Bloomington, vice- 
president. The executive committee 
consists of Samuel B. Fairbank, Se- 
attle; Robert C. Brand, New Canaan; 
James Stoessel, Los Angeles, and Wil- 
liam H. Joslin, Providence. 

The program was concluded by Mr. 
Davis, who reported on progress made 
during the year and the outlook for the 
future. 





Richmond Life has declared a divi- 
dend of one share of stock for each 20 
shares outstanding, payable April 30 
to holders of record April 8. 
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House Votes Funds 
to Probe SEC, FTC 


WASHINGTON—The House has 
voted $250,000 for an investigation of 
17 federal regulatory agencies to see 
whether they are administering the 
laws under which they operate in ac- 
cord with the intent of Congress. 

Included in the agencies to be 
studied are Securities & Exchange 
Commission and Federal Trade Com- 
mission. The probe will be conducted 
by a special nine-man subcommittee 
headed by Rep. Moulder of Missouri 
of the interstate and foreign commerce 
committee. 


Townsend Reviews Tax 
Aspects of Insurance for 
Chicago Claim Assn. 


Oliver Townsend, assistant general 
counsel of Continental Assurance, re- 
viewed tax aspects of insurance at the 
April meeting of Chicago Claim Assn. 
He emphasized the point that disabil- 
to $100 a week is deductible from 
federal personal income taxes. 

Howard Westphal, Continental As- 
surance, president of the group, an- 
nounced that officers for the 1957-58 
year would be elected at the May 
meeting. 


Provident Life of N. D. 


Increases Capital Stock 


At the recent annual meeting of 
Provident Life of North Dakota, the 
stockholders approved an increase in 
capital stock from $375,000 to $3 mil- 
lion. The board then declared a 100% 
capital stock dividend to all holders 
of record April 16. Further board ac- 
tion was the declaration of $1 per 
share, based on the number of shares 
issued and outstanding after the 100% 
stock dividend. Provident Life’s as- 
sets at the end of last year totalled 
$37,661,105. Capital surplus amounted 
to $2,703,356, and insurance in force 
was $168,829,552. 





Miss. Halts Sale of $7 Stock by 
American Republic Life of Jackson 


Commissioner Davis of Mississippi 
has ordered American Republic Life of 
Jackson to stop selling its stock at $7 
a share because the department had 
approved a maximum price of only $5. 

The company earlier obtained per- 
mission to sell stock at $3 a share and 
later at $5. Mr. Davis said the company 
had applied for permission to charge 
$7 and started selling at that rate on 
the assumption that the higher price 
would be approved. It was not. 

There was no wrongdoing or criti- 
cism of the company, Mr. Davis said. 
The company offered to refund all 
money to stockholders or deliver the 
stock at $5 and refund the overcharge. 

American Republic was organized 
recently by people who purchased the 
charter, stock and insurance in force 
of College Education Fund Insurance 
Co. of Vicksburg, which was suspend- 
ed several years ago because its capi- 
tal was impaired. 


Hyman Named Man of Month 


Norman H. Hyman, special agent in 
the Nelson agency of Massachusetts 
Mutual Life at Milwaukee, has been 
named Man of the Month for March 
by the company for his outstanding 
sales record. In the first quarter, his 
paid ordinary volume was $455,000, 
plus an excess of $200,000 of group 
business. Mr. Hyman entered the bus- 
iness in the Nelson agency less than 
two years ago. 


Robert J. Thurow, who has been in 
the insurance business for 27 years, 


has joined California Life of Oakland 
as director of agencies, A&S depart- 
ment. 


In-Force Rankings of Life Companies at Year-End Shown 


(CONTINUED FROM PAGE 5) 








































































































































































































































































































































































































































































































. Total Total 
nsurance Insurance 
In Force In Force 
1957 1956 1957 1956 $ 
279 Service Life, Tex. ... **76,912,496 380 Lincoln Mutual, Neb. 36,833,893 
280 LaSolidarite, Can. **76,518,713 381 Sunset Life, Wash. 34,910,649 
281 Tennessee Life, Tex. **76,478,748 382 Interstate Life, N. J. **34,90,649] 
282 Century Life, Tex. **75,122,944 383 Booker T. Washington, Alla.  ...........cccccesee 34,275,899 
283 Mid-States, Fla. 74,456,999 BRRGUIBETID sen ccccascccseecssocesssccesce 32,971,699 t 
284 Wisconsin Life 73,915,875 384 International Service, Tex. .......cccccccccsecssesees **33,965, 164 
285 Commercial & Indust., Tex. w...c.ccccsesseseeeees **73,360,840 385, Reliance Mutual, Ill. #*33 877,039 
286 Brotherhood Mutual, Ind. .......ccceeesseseeeeeeee **72,837,311 MRAUBET IAL cecesscavcscensectorsssanses 54,928 
287 Guar. Savings, Ala. **71,457,791 386 Austin Life, Tex. 
288 Pe eterne Ts. Ge. , TITATA.. sisceseseessseserecscconcosesecs **70,959,450 387 Guarantee Res., Ind. 
289 ETE I INES aanccicsiccsotscnsersccstescentssvenes 70,532,272 388 Victory Mutual, Il. 
290 Oil Industries, Tex. **70,391,136 TRAGUABEEEL — kncasecoseccesesesccecescces 
291 National Equity, Akr. 70,154,375 389 Canadian Premier, Can. 
292 California Life **68,957,238 390 Puritan Life, I. 
aan ee 112,313 391 Farm Bureau, Mo. 
293 Columbus Natl., Ga. **68,097,230 392 State Mutual, Ga. 
MORNE ED i ccscsccssosescticssenesrs 15,894,256 Industrial —...sersssesssessseeenseese 
294 Protective Life, Neb. **67,972,720 393 La Survivance, Can. 
295 Cosmopolitan RRO TOI, | ccsscveraincta 67,345,437 Py aes iS 
WUININRINN | specs couscoss crocaytcticbece 63,545,195 Ss Bank, Conn. 
296 Ranchers Life, Texas **66,554,651 396 Rushmore Mutual, S. D. . 
297 Co-operative, Can. **65,753,303 397 American Trust, Texas ... 
298 Farm Bureau, Mich. **65,486,406 398 Federal Security, Utah ... 
299 Pioneer American, TeX. «sss **65,214,052 399 Columbian Mut., Tenn. 
300 Ministers L. & C., Minn. wcccsscccsssesseeesseeees **64,013,784 400 Trans-American, Tex. _... 
301 Loyal American, Ala. **63,997,068 = Hoge re nada gon Pa. 
RINNE». esassnichscstaricbriccssizce 6,459,001 : ’ 
302 Northwestern, Wash. **62,149,789 403 Sentinel Life, Tex. : **30,253,763 
303 American Life, Del. **61,694,040 a Empl. Mut. Ben. Assn., Minn. 30,247,500 
304 Kansas Farm Life **60,913,217 ae end Amae ieee, Se. e301 158,553 
305 Family Life, Wash. **60,342,002 407 Life _— ite, La. £330, 150,215 
306 Life of Alabama 60,237,322 408 M e ot > WIS, crscsssesroonscnsserecerscececensoeree *29, 525,117 
307 Conssitdated Genl., saan ae 409 Nathonal’ Farm, Tox 20303, 
308 SOOUERERET TE THCRUOE, TOK. wncccccccccscsccceceesocssosssevsssoce **59,927, ¥ 4 reid, 
309 Palmetto State, S. C. **59,548,584 40 Central Amer., Tex. **28,949,064 
TiAuwtrial 40.080 913 411 Service Ins. of Ala. *28,786,597 
Eee glsreuices oan es enh Re 412 Southern Provident, Tex. ......scssssssssssssssssseese 28, 672,91 
310 United Amer., Colo. 59,222,500 413 Independence L. & A. 072,918 
311 Old Dominion, Va. **59,157,888 eee Sab wea =S 582, 
a , peer TRRBETIRD occcossccsscensssseestarees 4,014,327 
Industrial — ..escrscssossseesseseseens 40,376,383 414 Delta Life, La +98 
312 Olympic National, Wash. **58,755,451 415 haus Galle. Os Foyer 
313 Unity Mut. L. & A., Calif. **58,292,197 416 a 397,941 
ROMAURCEAEL: — ssscticasiseccscesicieesee ig re a N 28,259,614 
314 Gibraltar Life, Tex. **58,101,232 417 Gan ee” a 
315 State Reserve, Tex. *°57,201,655 418 deete Gee, pL 
;j * 4 9 
316 Philadelphia-United, Pa._............. soiree 56,738,992 419 Old National, Tex. 27'779'495 
Industrial ses 0,753,112 421 * ¥ 
317 Amalgamated Labor, Til. . **55,856,078 a Guaranty Life, <S "San 
318 Great iaieee Mut., Mich. 55,532,606 ys condustrial NS Soe tte 11,261,148 
seeeecerecesecesceeeseesooes *s 
319 Atlantic Coast, S. C. 55,101,352 ‘Industrial fase Bale es 9,589,818 =" 
MOWMAMERADN, —csccsvecosssoucoovesseore 54,335,644 423 Detroit Metro. Mut., Mich. Seni *27,062,850 
320 ome Friendly, Md. Ss 55,087,271 424 Federal Old Line, Wash. 26,983,628 
MOCUCOBRRAME || eserscrpcsonecescepiesere ,902,0 Industrial  c.ssecsssssssssssseesseene gaa 
321 em oe L., Ga. ee 54,676,045 425 Natl. Life of Amer., S. D. o...ccccccessseseseeeessseeeee +26,548,442 
SCTE eee 1945, 426 Public Life, Fla. *#25,997, 
322 North Central, Minn. **54,385,056 427 Acme Life, La. Sane 
323 United Life, Fla. 53,758,655 TRG IBETIA —aaccccceescescccesnecscescee 25,041,268 ie: 
MAUMEE ossssassnesvesncoccosvoyes 48,802,155 428 Old American, Mo. **25 683,538 
324 Detroit Mut., Mich 53,585,393 Industrial 370,139 —— 
Industrial 52,185,311 429 Eureka Life, Te **25, 622,370 
325 Loyal Protective, Mass. ; **53,578,289 430 Citizens Home, Va. *25,571,806 
326 Provident Assur., Can. ... 53,351,117 431 Great Amer. H. & TEIN: :driescénstesseascassvesicie 4 $ 
327 Pierce Ins., Calif. **53,015,721 432 —, L. & A., 25,208,617 
SO eee 2,852,052 Mdustrial — wcsccsscscssseeseseeee 21, 
328 Guardian Unds., Tex. 52,705,612 433 Continental Service L. & H., La. **25, 192,766 
329 Continental, Tex. — **52,599,386 = iv sow aS Me, enmatiscabartcanpccreaponicthanees *24,907,353 
CS ees ae 821, ichmon e, Va. **24,771,51 
330 Girardian, Tex. 52,440,118 436 Industrial Life, Tex. “= ‘a 
331 Farm Family, N. Y. 52,037,533 437 Grange Mutual, Idaho o........ccccscsesessssssssssseeee 48,257 
332 National Home, Mo. **51,600,634 438 Home Owners, Fla. woe’ ‘Mie 
333 Empire State Mut, N.Y. ccccccsccssscccsssssssssssees **51,291,847 439 Maryland Life 23,847,029 
Industrial — ccccecsccsscsssceseeseseee 2,096,531 440 Southwest Reserve, Tex. ciccccsccccssssssssssssessees : 23,618,790 
334 United Home Life, Ind. o.scccscscsessssessssesssesssees 51,271,648 441 Southern Natl., $23,454,163 
335 Public Savings, S. C. 51,249,129 Industrial o.....eeesessseeeeees $20,442,237 
Industrial . 41,975,714 442 Independent Ses. TUM”. sciesissehciencekabanensidcenaten ian **23,397,617 
336 Maritime Life, “ **50,946,256 Industrial. 15,325,943 
337 Commercial, Ariz. 50,654,969 443 Southern Natl., 23,380,604 
338 Inter-Ocean, Ohio **50,619,537 aes Surety Lins ‘ beans 20,461,918 come 
ATER ——_ccesenesssscecesssconcosce i» We ade, 
339 International Fid., Tex. **50,230,014 Industrial 21,505,752 
340 Piedmont Life Ins., Ga. .. **50,028,095 = Life of Alberta, **23,109,256 
341 National Life & Cas., Ariz. 49,125,509 b Columbia General, Tex. dcbeetiesicnebibiwusiancehinaiues **22,651,594 
342 Bankers Union, Colo. ....... 49,004,684 prof First Natl., Ariz. **22,544,700 
343 Great Northwest, Wash. ccsscccsssccssssccssssssssseecsssee **48 692,204 International i - eens **22,183,630 
344 Pyramid, Kan. **48,488,583 449 ware te sinsmibisseasseokiin alacens 336,462 : 
345 Prof. & Bus. Men’s., COl0. ccscssssssssssssssssseeee 48,448,498 4 po ace Oe a **22,162,424 
346 Forest Lawn, Calif. **47,314,237 51 Saiea ae **22,096,341 
347 Western Farm Bur., Colo. .cscsssssssssssssssssessseeee **47,104,062 itizens Natl., Ind. 21,966,676 
© ns 4 452 First American, Tex. 21,903,850 
348 Cal-Farm Life, Caif. 46,968,995 453 Conti tal L. & A. I oasiaee 
349 Cent. States H. & A., N@D. cesses **46,507,799 ae ere a 19 TCA, sssseesssseseersscesrsssoe 21,881,012 
350 ——— Fla. 46,236,838 454 Quake Eaten Kan 21,855,504 
ae IS 37,224,626 “ated P aa 
351 Superior Life, Pa. “45,757,963 | 456 Western Life, Mor LAT 
ammo’ ; RPA Ds: datacovscesitisenviarietpseiaeolans 45,439,375 Industrial a biacaety 
eee ee eee eel eC ere 
353 Guaranty Income, La. 44,812,065 pad Texas Reserve £*21,171,030 
4 458 American Republic, Ia. . **20,670,270 
354 Bankers Service, Okla. ......ccecccccccssecseesseeeeees 44,772,725 459 Capitol Reserve Life Mo 20.455, 
355 Bankers Mut., Ill. 44,640,858 460 Central Life, Fla ‘“ % 20'344:573 
356 Postal L. & C., Mo. **44,584,566 Industrial “ ess: 
357 Progressive, N. J. **44,387,210 461 Atlantic National, Ala 20,002,766 
EE 1 ie ant 42,945,710 462 ines A be "980, 
358 Homesteaders Life, Ia. **43,453,411 463 Plymouth Mut. Life, Pa. 
359 American Founders, Tex. .. **43,261,043 464 New South Life, S. C. 
360 Caisse Nationale D’Assur., Vie... **43,212,422 465 American bavaatece Tex. 
361 Globe Life, Tl. 43,187,532 466 Suwannee Life, Fla. 
Industrial —..rssssssssesseesserenees 1,611,198 467 Manhattan Mutual, Kan. 
362 —s — Can. es 42,716,569 468 Fireside Commercial, La. 
PUMA. > sissoceccceovesccesonsensce 353,35 469 ( 
363 Caisse Nationale d’Economie, Can. .............. **42,671,685 “ae ssesaenee 14,078,411 
364 Farmers Life, Ia. **42,340,218 470 Consolidated Amer., TEX. sccccssssssusessssesnre **19,011,315 
365 Fidelity Bankers, Va. .........cccccsssssssersscsserseees **41,798,807 471 Lee National, La. #*18,987, 14 
366 Rural Security, Wis. 41,038,351 472 Guarantee Res., Colo. +** 18,945,983 
367 Moteee Aate, N. C. ren **40,976,302 Industrial ......c.cccccsssssssssssssssene $1,043,358 os 
IINIINEE © “pissscunibibeonepvonnenein 131, 473 Self Help Mutual, IIl. 18,911, 
368 Union Natl. Life, La 40,953,523 474 Great Plains. Tex. 18,880,349 
0 Pe Sere 36,644,201 475 Textile Gen., S. C. +** 18,862,665 
369 Fidelity Life, Can. **40,628,968 Industrial .. 44,441,272 
370 National Educators, 476 Automotive, 18,720,454 
371 American Empire, T Industrial 12,838,169 
= —— a ene He 477 Capitol Co-Operative, COND: saiecisn ssagectapictasso 18,645,747 
erican Home, Kan. MAUStrial o.ecescsecseseeseseeee 
374 Church Life, N. Y. **39,118,114 478 Central State, La. *18,634,078 
375 Natl. Standard, Fla. **39,118,010 479 Hawaiian Life, Hawaii ## 18,564,662 
REE EE 26,310,444 480 Independence Life, Calif. **18, "371,384 
376 Producers Life, Ariz. **39,011,786 481 Provident Indem., Pa. #*18, 360,058 
377 Mutual Savings, Mo. **38,124,574 MII _« consctesneinetsinnsimensauee 14,242,908 
378 eS Seen **37,411,556 482 Employers Life, Ala. #*#18,158,901 
PURUIREMRTIND. | castnhocsstcassstbicscesvecs 3,828,750 HRGRABEEID  eccvscsescsssecssserrvcneces 40,523 
379 Surety Life, Utah **36,839,784 483 Farm & Home Life, Ariz. cscs **17;705,872 
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Total 

Insurance 485 
In Force 486 
$ 487 
488 

36,833,893 


**33,965, 164 492 
**33 877,039 493 


494 
33,435,984 
**33,019, 3665 s 
* 
32,554,333 rd 
**32,532, 
ee 32°416'500 498 
**32,305,109 295 
. 
383,394 vel 
32,088,299 50: 
1,639,000 503 
+**31,632, 189 = 
##31,517,0%9 = 
31,446.74 pod 
31,429,042 508 
31,172,204 309 
30,9645 B39 
*30, 742,16) 
*30,621,599 511 
**30, 253,163 2 
30,247,500 5 
30,158,553 513 
**30, 150,215 
**29,595,117 514 
“28.2021 515 
29,215,615 516 
**28,949,064 317 
*28, 786,597 
es me 
* 28,436,015 = 
28,397,941 521 
28,259,614 522 
27,043,908 | So 
27,884,200 525 
27,779,495 526 
#*27,561,193 597 
27,269,661 528 
**27,126,801 529 
*27,062,850 aa 
26,983,628 531 
$26,548,442 = 
*#25,927 458 533 
25,887,702 sa 
**25, 683,538 536 
*#25,622,370 o 
*25,571,806 538 
25,354,422 539 
25,208,617 40 
*#25, 192,766 pf 
24,907,353 
**24,771,516 543 
**24,683,812 
24,448,257 544 
#24, 241,968 545 
23,847,029 546 
23,618,790 547 
$23,454,163 
548 
**23,397,617 549 
550 
23,380,604 
551 
##23,252,305 552 
**23,109,256 553 
*#22 651,594 
*#22,544,700 554 
*#22, 183,630 
555 
*#22,162,424 
**22,096,341 556 
21,966,676 557 
21,903, 558 
**21,881,012 559 
21,855,504 560 
21,648,904 
##21,447,183 361 
#*21,171,030 
**20,670,270 563 
20,455,490 564 
20,344,573 565 
20,002,766 566 
* 19,980,438 567 
#*19,947,249 
568 
569 


#*19,011,315 574 
##18,987,74 575 
+** 18,945,983 576 
18,911,856 578 
18,880, 
+**18,862,665 580 
18,720,454 582 
18,645,747 584 
*18,634,078 586 
**18,564, "662 587 
#918,371,384 588 
## 18,360,058 589 
#*18,158,901 


#*17,705,872 








Tennessee Valley, Tenn. .. 
Great Commonwealth, Tex. 
Wabash Life, Ind. 
George Washington, W. Va. ....ccccseseseseseeeeeeee 
Industrial Life, Pa. 

Industrial $16,847,575 
Globe Life & Acc., OK]a. wnsccccssesserseseeeeee 
Central Plains, Kan. 
Great States Mutual, Il. 

Industrial 
Great Southwest, Tex. 
American Buyers Ins., Ariz. 
Commonwealth, Okla. 

Industrial 
Zurich 
























Louisiana Life, La. 
Peoples Protec., Tenn. ...cccccssecssecesserereerseees 
Industrial oo... 9,526,524 





Horace Mann Life, TU). wn. cccsessesessseeeees 
American Std., D. C. 
State National, Mo. 
Great Southwest, Ariz. 
Commercial, Can. 
Southern Republic, Texas 
Peoples Life, La. 
State Life, S. C. 
Great Fidelity, Ind. 
Jacob Schoen & Son, La. 
Public Fidelity, Pa. 
Audubon Life, La. 
Superior Life, S. C. 
Industrial 
American Income, Ind. 
Atlantic Southern, P. R. 
Industrial 
Georgia Life & Health 
TIE | ceeccnescnsseensccseszesesne 
Sabine-Neches, Tex. 
Asso. Funeral Dir., La. 









































Unity Life, Tenn. 
Richmond Beneficial, Va. ....c.csccsssseseseeseeeeseee 
Industria 12,530,220 
Standard, La. 
Industrial 13,404,050 





Great Lakes, Tl. 
Kilpatrick Life, La. 
Mercantile Security, Tex, 
Southern National, Tex. 
Pacific Western, Utah ...... 
Life b ae? eye - 
Christian Mut., N. H....... 
Alabama Life & y Re 
Western Republic, Tex. 
Virginia Mut. Benefit .. 
Industrial 
Webster Life, Ia. 
Physicians L. & A., Texas 
Industrial 
Northern Credit Life, Ill. 
Conger Life, Fla. 
TRG eBtr a) .nccccescccccescosescccsesce 
Mothe Life, La, 
Associates Life, Ind. 
Nebraska National 
Union Protective, Tenn. 
Winston Mut., N. C. 
Industrial 
Citizens Standard, Tex. 
Howard Life, Colo. 
Pioneer National, Kan. ....c..ccccsssscssssesesceseeeees 
Southwest Amer., Tex. 
Evangeline Life, La. 
pT nen 
Jackson Mut., Il, 
an 
Amer. Life of Balt., Md. 
Insurance City, Conn. 
Allied Bankers, Texas 
Security Life, Ga. 
nen 
Lincoln Mut. L. & C., N. D. 
Central Life, N. C. 
Franklin Natl., S. C. 
Industrial 
Western Reserve, " 
Southern Aid Life, Va. 
Industrial 
Greater Mississippi Life 















10,724,998 























9,701,513 
10, — 649 































TGUStr al. ncececccsescesesessesceeces 11,808,737 
Mutual Benefit, Md. 

_ Ree 11,808,737 
Family Security, Tex. 

TRGUSEPIAL «...00ccesssscceccessccessceesses 10,289, sane 


Northland Life, Minn. 
Liberty L. & A., Mich. 
General Assur., Ga. 
United Services, Ala. 











peers 11,365,664 
Amer. Home Mutual, D. Cy crseesesereseseserersees 
Trnduustrial — ..cccccocccccsscosecsovsese 11,231,937 





United Bankers, Tex. 
InsurOmedic Life, Tex. .....cccsssssecsesereresreees 

Industrial ....... 
Life of South C. 
Life barn ag +g Va. 
Lafourche Life, L 
















Industrial ...........cscccsessseseseeeses 49,069,032 
Allied Life, N. C. 
Dunbar Life, Ohio 

EMGUSErIaR — ccccesecccsccsnsccccesecvece 7,430,134 


Western Mutual, Ill. 
Valley Life, Tex. 
Great Western, Tex. 
Cherokee Credit, Ga. 
Prov. Home Ind. Mut., Pa. 
Central Assurance, Ohio 
Industrial 
Lincoln Life, Ga. 
Mid-Continent, Tex. 
American Capitol, Tex. 
First Life, Tex. 
Consumers Credit, Del. 
Sam Houston Life, Tex. .. 
Community Mutual, Mich. 
Cardinal Life, Mo. 
General Life, Ark. 
Dixie Co-Operative, La. 
Investors Natl., Ind. 
Good Citizens Life, La. 
Texas Empire & A., Tex. 
Old Faithful, Wyo. 
Interstate Life, Tex. 
Excelsior, Tex. 
Industrial  .......cscsessssssssesesseee 
American Cas. & Life, 
Amalgamated Life & Health, Tl. 
Equitable L, & C., Utah 






























































Total 
Insurance 
In Force 
$ 


**17,461,597 


,931,08 
$16,892,825 


**16,571,868 
**16,568,853 
16,561,812 


16,554,165 
16,531,270 
**16,497,960 


**16,416,450 
$*16,238,975 
16,222,905 


**16,211,779 
**16,207,626 
**16,164,284 





15, 951, 186 
*15, pho 619 
15,874,999 
**15,683,516 
*15,495,922 
15,258,993 
**15,143,631 
**15,010,021 


**14,969,263 
14,745,540 


14,524,498 


14,322,996 
*14,299,960 
*14,247,976 

14,200,233 


14,181,550 


**14,178,299 
*14,109,585 
14,091,388 
14,083,153 
14,079,952 
**14,020,938 
13,916,051 
7**13,882,500 
**13,879,509 
**13, 872,166 


**13,750,981 
13,691,137 


13,614,853 
**13,593,737 


*13,553,301 
**13,485,239 
13,483,406 
*13,454,721 
13,285,639 


13,162,898 
*13,140,492 
13,029,067 
**12,863,864 
12,792,263 


**12,749,837 


*12,724,112 
**12,686,485 
**12,682,942 
**12,447,031 


12,361,468 
**12,333,717 
12,245,097 


*12,219,576 
12,217,607 


12,214,755 
12,196,105 
12,150,548 


12,074,103 
12,013,478 
**11,812,175 
11,500,409 


11,430,893 


**11,378,219 
11,173,547 


11,126,344 
11,120,165 
411,095,089 


11,094,003 
11,012,555 


10,865,529 


*10,739,678 
**10,528,859 


+*10,449,944 
**10,415,320 
**10,401,386 
**10,354,467 
10,332,171 
10,325,793 
**10,323,001 
**10,317,744 
10,312,140 
*10,263,554 
**10,235,885 
*10,162,574 
10,139,227 
10,104,191 
**10,055,000 
9,931,199 


9,924,126 
**9,672,142 
9,663,609, 





1956 





Security-Connecticut 
Houston American, Tex. ... 
Great Eastern Mut., Colo. 
Industrial 
Continental American, Miss. 
Great American Life, Ind. 
Western General, Tex. 
Fidelity Standard, La. 
North America, Tex. 
Investors Natl. Life, S. C. 
Industrial 
Commercial Life, Mo. . 
Industrial 
Modern Pioneers, Ariz. 
Appalachian Life, W. Va. 
Industrial 
Amer. Standard, Tex. . 
Industrial 
States General, 
Cardinal Life, Ky. 
Brook’gs Intl. L. & C., S. D. 
Guaranty Life, Ga. 
Industrial __... 
Fidelity Life & 
Southwest Repub., Tex. 
Capita! National, Tex. ........ 
Harrison National Life, Ind. 
Mid-American, Okla, 
Security Ind., La. 
Cotton States, Ala. 
Mutual Life of Va. 
All Amer. L. & C., Ill. 
Kennesaw L. & A., Ga. 
sage ig Life & Cas., s.¢ 
Rex Ins. Co., Ind. 
Southwestern Bks., Tex. 
Family Life, Can. 
Populaires Acadiennes, Can. ......... 
Sovereign States, Tenn. 
Group Health Mut., Minn. 
Gulf Union, La. 
Eastern Life & Cas., Va. 
Industrial  ....ccccccssecsesseeees 
Production Natl., 
United Founders, Tex. 
Home Trust Life, Ala. 
Preferred Life, Tex. 
Petroleum State, Texas 
Lone Star, Tex. 
Boulevard Ins. Co., Tex. 
Jefferson Davis, Ala. ...... 
Southwest Capitol, Tex. 
Industrial  w.cccscseseessseseeseee 
Bankers Life, Tex. 
Orleans Ins., La. 
Royal Guardians, 
FRGUBETIAT csccscccocsccescececesecsere 
National A. & H., Pa. 
United Federal, Tex. 
South Atlantic Life, S. C. 
FEI sirsisereirensriccictivenccien 
Western Fidelity, Texas . 
Life of North Carolina .... 
National Travelers, Ia. . 
The Morris Plan, Texas 
First National Life, Ga 
Resolute Credit, Conn. 
Rocky Mountain, N. M. 
Blue Grass, Ky. 
Standard Reserve, Tex. 
Continental Equity, La. 
Dependable Life, Ariz. 
American Federal, Ala. ecccsssssssssssssseseesssseses 
Industrial  wcccscccssssssssesseese 
United Pacific, Wash. 
Universal Security, Tex. .ccsescscsscscsseresessseees 
Leitz-Eagan Life, La. 
National College & University Life 
Employees Security, Tex. 
| | EE 
Wisconsin State Life Fund ..........ccsseessseeees 
Estate Life, Tex. 
Lincoln Benefit, Neb. 
American Republic, Ark, 
Southern United, Ala. 
Industrial . 
Pioneer Life, 
Mission Life, Tex. 
Life of Amer., Del. 
Industrial 
Pacific Ins. Co., Hawaii .... 
American Travelers, Ind. 
United Western, Tex. 
American Guaranty, OTe. ..ccccccsccsceceeceeeeeeee 
Standard Union, Ala. 
Bank Credit Life, Ark, 
Life & Accid Ala. 
Industrial  ......ccscssscssescseeees 
Mississippi Valley, Ark. 
American Founders, Colo. 
Southeastern Life, Miss. 
Standard Life & Cas., S. 
Absolute Security, Ala. 
Great Northern, Ind. 
American Life & Cas., N. D. 
Internatl. Bankers, Tex. 
Seminole Life Ins., Fia. ..... 
Prudence Life, Il. 
Midland Empire, Kan. 
Arnett-Benson Life, Tex. 
U. S. Guaranty, Ga. 
Southern Equitable, Ark. 
Reliance Natl. Life, Utah 
Amer.-World, Tex. 
Western Security, Okla. 
Petroleum Life, Tex. 
Southwestern Fidelity, Tex. on... 
First Colony, Va. 
Plymouth Life, Tex. 
Northwestern Security, 
Equity Life, La. 
Robert E. Lee, Tex. 
Southeastern States casei La. 
Industrial Bs 
Great Charter, exa 
Public Life, Ariz. 
Union Liberty, Md. 











































































Can. 
































412,254 




















946, se 














































Tex. 























Eagles Natl., Ohio 
Pioneer Western, Ark. 
Midwest Life, Il. 











Industrial  ....cccccsscssseeeeeeseeee 385,256 
Wilson National Life, Fla. .......cssessecseseesseee 
TRUSTER cecccccccscecericccscoesoees 2,978,969 





Western Bankers, Tex. 
Seaboard Life, Fla 
(CONTINUED ‘ON NEXT PAGE) 








Total 
Insurance 
In Force 


**9,399,346 
**9,200,953 
9,182,440 


9,036,304 
**8,866,663 
**8,829,249 

8,816,584 
**8,683,982 

8,642,336 


8,598,542 


8,552,600 
8,500,000 


8,486,559 


**8,458,593 
**8,392,250 
8,389,560 
293,693 


**8,272,836 
8,211,472 
**8,156,770 
8,053,987 
**8,026,336 
*7,885,704 
**7,870,736 
7,825,799 
**7,823,473 
**7,795,859 
**7,723,768 
*7,595,437 


#97, 492, 147 
**7,478,223 
7,476,390 
7,425,336 
7,351,217 
**7,308,366 
**7,272,984 


#6, 983, 224 
**6,868,939 


6,830,113 
*6,792,666 
**6,754,522 
*6,723,616 
6,700,895 
$6,684,920 


6,673,159 


6,267,433 


**6,223,460 
**6,147,207 


5, 926, 046 
*5,899,300 
5,897,800 
5,823,089 


**5,813,271 
**5,803,016 


5,489, 929 
**5,437,009 


4,699,012 
**4,680,184 


#04, 613, 289 
4, 545, 374 


**4,488,943 
$4,441,735 


4,419,453 
**4,391,631 
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lifeinsurance 
planning 
needs more 
than a 

=| vending 
machine!” 


Creating sound life insurance 
programs takes time, hard work 
and training—they can’t be mass- 
produced. Mutual Benefit Life 
representatives like 

Millard F. Bingham, CLU, of 
Springfield, Illinois, supply the 
long hours of careful planning; their 
company provides them with the 
specialized knowledge to make that 
planning effective. It’s a combina- 
tion that produces successful life 
underwriters and satisfied clients. 





The Mutual Benefit Life 
Insurance Company, Newark, N. J. 











FieNATIONAL UNDERWRITER 


April 26, 1957 








24 
Federal Lite Dedicates distinguishing tea, COllege Retirement 
lts New Chicago Home tures of Federal Gives 1956 Figures 
Life’s new build- The value of the College Retirement 


Federal Life this week dedicated its 
new $1.5 million home office building 
on Chicago’s far northwest side. The 
ceremony drew an impressive turn- 
out. of Chicago and Illinois public offi- 
cials, executives of other insurers, in- 
vestment officials, and leaders of some 
of the insurance trade associations. 

Prior to the dedication ceremony on 
Wednesday, the expansive two-story 
and basement structure was given a 
preview showing to the newspapers 
and trade press. Two open houses were 
scheduled to follow the dedication. On 
Thursday night, April 25, residents and 
business people of the northwest side 
community were invited to view the 
new building. On Sunday afternoon, 
April 28, members of the families of 
the 260 home office employees were 
scheduled to tour the new building at 
6100 North Cicero avenue. 

The opening festivities will be con- 
cluded May 5-9 when 175 of the com- 
pany’s agents and their wives will be 
in convention at Chicago. Convention 
headquarters will be at the Edgewater 
Beach Hotel, but the conventioneers 
will spend at least a half day at the 
new home office. 

Federal Life moved April 1 to its 
new home from a 12-story building in 
Chicago’s Loop which was erected by 
the company as its home office 45 
years ago. This downtown building, 
located at 168 North Michigan avenue, 
has been sold. 

The new structure, a 2-story fire- 
proof building, is constructed of rein- 
forced concrete with Lannon stone ex- 
terior walls and limestone trim and 
sills. The building is completely air 
conditioned and background music is 
provided through an elaborate system 
of volume controls and amplifiers. This 
system also is used as a medium for 
public address. 5 

Departments which have the most 
contact with policyholders and with 
the public—such as personnel, claims, 
policyholders service, cashier, comp- 


Federal Life of- 
ficers are, left to 
right, C. A. Gode 
Jr., vice-president- 
treasurer; Spencer 
R. Keare, presi- 
dent; Lee H. Dun- 
bar,  vice-presi- 
dent - administra- 
tion, and L. D. 
Cavanaugh, board 
chairman. 





troller’s, central files and transcription, 
are on the first floor. 

The second floor houses the actuarial, 
statistical, newspaper readers, service, 
new business, agency, and treasurer’s 
departments. The ground level, or base- 
ment, contains a large cafeteria, lounge 
and other meeting rooms, plus the 
printing and supply department. 

The new building is large enough to 
accommodate a 25% expansion of the 
company. It also is designed to allow 
for horizontal expansion from the rear 
of the building. 

Federal Life, which started writing 
business on May 5, 1900, had at the end 
of 1956 $270 million of insurance in 
force. The company also collects sev- 
eral million annually in A&S premi- 
ums. 





Dallas Association Buys Ad 


Dallas Life Underwriters Assn. re- 
cently bought a 5% page display ad 
in the Dallas Morning News as part 
of its periodic institutional public rela- 
tions project. The ad lists names of all 
members of the Dallas association and 
explains that these members will be 
around to solicit funds on “cancer con- 
trol day.” The association sponsors this 
cancer crusade in Dallas. A similar ad 
was scheduled for the Dallas Times 
Herald. 











ing is illuminated 
twin time and tem- 
perature sig nals 
which are visible 
from both Cicero 
avenue and Chi- 
cago’s busy Edens 
expressway which 
runs behind the 
building. The il- 
luminated “Fed- 
eral Life” signs 
can be seen from 
both the front and 
back of the build- 
ing and from con- 
siderable distance. 


Cleveland CLU Chapter 
Holds Annual Seminar 


Group, programing, market trends 
and underwriting procedures were dis- 
cussed at the annual seminar spon- 
sored by Cleveland chapter of CLU at 
Hotel Hollenden. 

N. E. Horelick, 2nd vice-president of 
Equitable Society, spoke on “Selling 
Group Insurance Today” while “Pro- 
gramming—Plain or Fancy” was the 
subject dealt with by Arnold Berg, 
agency vice-president of Indianapolis 
Life, and Robert B. DuVal, agent for 
Home Life. Luncheon speaker was Hal 
L. Nutt, director of the Purdue insti- 
tute. 

The afternoon was devoted to a pan- 
el discussion on underwriting special 
class risks and delivering rated up pol- 
icies. The panel members were Dr. 
Whitman M. Reynolds, medical direc- 
tor of selection for Equitable Society; 
James L. Tapp, brokerage superintend- 
ent, Phoenix Mutual Life; and William 
E. Walsh, vice-president of underwrit- 
ing, Equitable Society. 

Glenn A. Gault, president of the 
Cleveland chapter, presided at the all- 
day seminar. 











104 Qualify for Mackinac Parley 

There are 104 qualifiers for General 
American Life’s President’s Club con- 
vention at Mackinac Island, Mich. in 
July. President’s Club members will 
enjoy the 4-day vacation-convention 
at the Grand hotel with all expenses 
paid by the company. 


A. L. Cooper has been elected pres- 
ident of Great Eastern Mutual Life of 
Denver, succeeding the late V. L. Tick- 
ner. Mr. Cooper, who formerly oper- 
ated his own agency at Glenwood 
Springs, Col., has been with the com- 
pany for two years. 











In-Force Rankings of Life Companies at Year End Shown 


















































































































(CONTINUED FROM PRECEDING PAGE) 
Total Total 
Insurance Insurance 
In Force In Force 
$ 
1957 1956 1957 1956 
Industrial .......c.ss000+: : 415,667 733 United Life, La. *3,871,063 
711 eS Eee RE **4,345,413 734 Columbia Pacific Life, Wash. ........cssesee 3,859,111 
712 Family Protective, Tex. **4,332,199 735 Ins. Co. of Oreg. 3,858,879 
713 Fidelity Reserve, Ark. .ccccccscssssssssssssssssessssees **4,330,940 736 Universe Life, Nev. **3,824,233 
Ee 111,420 737 Municipal Ins., Ill. **3,808,245 
714 Haven Ins., Fla. **4,291,408 738 Oglethorpe Life, Ga. **3,803,339 
i 1,029,077 | 6 ee 960,622 
715 First National, Mich. **4,262,651 739 Texas Continental 3,792,588 
ee RE 3,538,151 740 North Amer. ASSUP., Va. cscccsssssssssessosssersssess 3,766,746 
716 Union Security, Ga. **4,251,173 INGustrial —ssscsssssesesssssesseessees 2,839,037 
717 All States, Tex. 4,230,000 741 Financial Reserve, MO. .....cccscccsssssesssssseseceeeees 3,693,207 
718 Unified Reserve, Ind. 4,227,110 742 State Security, Ind. 3,669,684 
719 Fortune Life, Ala. **4,180,811 743 Mutual Life, D. C *3,609,399 
720 Union Bankers, Tex. 4,152,086 744 Delaware Mutual 3,587,919 
721 State Natl., Tex. **4,143,545 745 Intercoast Mut., Calif. **3,587,505 
722 Federal Life, D. C. *4,132,028 746 Cotton States Life & Hith., Ga. ou. **3,584,433 
723 Lighthouse Life, La. *4,118,656 747 American Protective, Tex. .......... 3,570,671 
724 Sunland Life, Texas **4,118,551 748 Commboimed Asmer., Ti.  ccccccccsscscsccsccscscccsssessecsce **3,522,450 
725 Reliance Life of Ga. 4,102,859 749 Melancon Indus., La. *3,501,628 
726 Colonial Western Ins., La. -.scseecsseessseesseessseess 4,048,603 For space reasons, only those reporting companies with more than 
Industrial ..... 5 2,878,871 342 million in force included above. 
727 Tennessee Life & Serv., Tenn. .......scseeereee 4,006,912 Jan. 1, 1956 January 1, 1957 
ndustri “ 3,450,650 Total Ordinary $250,024,763,550 $275,008,968,442 
728 Mid-South Life, Ala. 3,979,299 Total Industrial 41,665,870,424 42,284,391,412 
729 Northeastern Life, Ne Y. o..sssssssssssssssssssssessseees 3,948,342 Total Group 125,978,912,707 _147,458,729,137 
730 Universal Life & Acc., Ind. . 
731 Western Standard, Tex. sacccucsnsooneonee Total All Classes $417,669,546,681 $464,752,088,991 
732 Permian Basin, Tex. 3,902,631 *All Industrial. **Incl. Group. ¢Figures as of Dec. 31, 1955. 


Equities Fund accumulation unit jn. 
creased in 1956 from $17.30 in January 
to $19.19 in December, reaching a high 
of $20.83 in July. 

Net assets at year’s end were $39,. 
817,951, up $12,081,047, and includeg 
a net capital appreciation of $1,838,009 
or a net capital gain rate of 6.29% 
since the first of the year. 

Dividends received on common stock 
assets amounted to $1,057,000, up 
$342,000. The average dividend rate 
credited to participants for the fy] 
calendar year was 3.01%. The common 
stock portfolio consisted of holdings in 
63 companies in 15 industrial categor. 
ies. 

The number of participants rose tp 
31,156, up 6,059. 


Tells General Agents 


to Relax, Avoid Ulcers 


E. Dale Shepherd, Houston genera] 
agent for Connecticut Mutual Life, ad. 
dressed the April meeting of San An- 
tonio Life Managers club, pointing out 
that if a general agent or manager 
wants to avoid ulcers he must develop 
a relaxed attitude toward achievement 
of agency objectives. He suggested 
that when unpleasant things happen, 
the agency manager should take the 
attitude that this unpleasant occur- 
rance “could not have happened at a 
better time.” ‘ 

Mr. Shepherd gave an example of 
what he considered an_ unpleasant 
event: A certain agent paid for $500,- 
000 in new business in 1956 and, yet, 
he quit. This agent gave as a reason 
that he did not like selling life insur- 
ance because friends shunned him. 

Mr. Shepherd. spoke critically of 
what he considered the smothering of 
young men who are employed from 
college. 


Up-To-Date Handbook of 
Arkansas Is Published 


A new Underwriters’ Handbook 
of Arkansas has just been published 
by The National Underwriter Com- 
pany. It provides complete and up- 
to-date information on the agen- 
cies, companies, field men, general 
agents, groups and other organiza- 
tions affiliated with insurance 
throughout Arkansas. Copies may 
be obtained from The National Un- 
derwriter Company, 420 East Fourth 
street, Cincinnati 2, Ohio. Price 
$12.50 each. 

















Joe B. Long, vice-president of State 
Mutual, (right) presented the agency 
builders award to Francis M. Sharkey, 
manager at Washington, at the field 
management conference at the Green- 
brier, White Sulphur Springs, W. V4 
Mr. Sharkey won the plaque, which 
he is shown holding, for outstanding 
accomplishments in recruiting, trait- 
ing and supervising career agents. 
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LIVING INSURANCE IN yon ane}, | 








The Man from Equitable with an “interest” in 19 businesses 


bazaar; leading the Cub pack; soliciting for the Cancer Fund. These 
were things he did that made him welcome as the Man from Equitable 
wherever he went. 


After lunch recently, a friend asked the Man from Equitable if he had 
an interest in any business besides insurance. The Man from Equitable 
thought a minute, smiled and said: “Yes, 19 of them!” He was joking, of 
course. What he meant was that he had provided life insurance plans to 
protect 19 businesses against the financial loss of a valued partner, key 
man, or an important executive so that the business could be continued. 

Later on, the Man from Equitable thought some more and realized 
that the most gratifying part of his work was helping other people. Help- 
ing them with their businesses; helping them to buy new homes; helping 
them to put their children through college. 

‘And just as gratifying was his role in the community. Organizing the 


Living Insurance 
Equitable 


The Equitable Life Assurance Society of the U.S., 393 Seventh Ave., New York 1, N.Y. 
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TWO ADDITIONAL 


BEYOND MONTH OF DEATH 


PREMIUM REFUNDED * 


ee eee et ee 


‘ a <r ne ae 
ee eh. » 


§ 


AND IMPORTANT REASONS WHY IT PAYS TO KEEP YOUR EYE ON STATE MUTUAL! / 


PREMIUM REFUNDED BEYOND MONTH OF DEATH 


An important new life policy provision — and a 
valuable competitive sales feature — under which 
State Mutual guarantees to refund any portion of 
the premium paid beyond the policy month of death. 
Available now at a reduction in the instalment fac- 
tors on quarterly and monthly premiums. 


These are but two of the many dynamic new State 
Mutual policy features designed to make selling 
easier, more profitable for field men. For full details, 
contact your nearest State Mutual agency office. 


Those who direct State Mutual agencies operate under PAD’ (Planned Agency Devel- 
opment) — o new and unique compensation system and agency building program. 


INTEREST PAID ON 
LUMP SUM SETTLEMENT 


INTEREST PAID ON LUMP SUM SETTLEMENT 


By contract provision, all life proceeds paid in a 
lump sum will now include interest — up to one full 
year — from the date of maturity (whether by death 
or endowment) to the date of settlement. Interest 
will be paid at the guaranteed rate of 2% per annum 
plus such excess interest, if any, as may be appor- 
tioned by the directors. 


| STATE MUTUAL-LIFE 























